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It’s good business for us to help our men do 
good business for themselves. In long years of im- 
plementing this belief, New England Mutual has 
developed one of the most comprehensive training 
programs in the field. 


Divided into five courses, this program equips 
our men to sell at all levels, including the high 
executive levels where most of the big cases originate. 


These courses, in oder, are: 1 basic training 
in the agency using Career Underwriting; 2 a Home 
Office course given in Boston at no expense to the 
Agent; 3 Coordinated Estates —a_ professional 


approach to selling and servicing life insurance; 
4 Advanced Underwriting, covering business uses 
of life insurance, and relating insurance to trusts, 
wills, estates and taxation problems, and finally 
5 study for the CLU designation — all of which are 
integrated with the LUTC program. 


In addition, New England Mutual provides 
regular bulletins on new tax and estate laws, and 
suggests valuable sales applications. This is all part 
of our continuing year-round program of helping 
New England Mutual men make MORE and 
LARGER sales. 
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Disability 
income 
Provision 


Cuadians 











$10 per month per $1,000 insurance—offers peace- 
of-mind protection against the living death of total and 
permanent disability. This is just one of many attractive 
features which puts the Guarpian Field Man in a 
preferred sales position. 








For full details, please call 
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your nearest Guardian office. 
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FIFTY UNION SQUARE 


OVER A BILLION DOLLARS INSURANCE 





IN FORCE 











2 PAN-AMERICAN LIFE INSURANCE CO. 


Four Decades of Progress 


1912 TO 1952 









































Here’s The Reason 


We HAVE: A. A WELL-TRAINED SALES ORGANIZATION 
B. ARMED WITH EXCELLENT SALES TOOLS and HIGHLY COMPETITIVE SALES 
MERCHANDISE 
C. A LIBERAL COMPENSATION PLAN . . . INCLUDES 


3. A Non-Contributory Pension Plan 
4. Disability Benefits 


1. Free Hospitalization 
2. Group Insurance up to $6,000 
The progress of Pan-American Life Insurance Company is measured by the ability and 
success of its agency organization. 


For Information Address 
CHARLES J. MESMAN 
Superintendent of Agencies 
PAN-AMERICAN 
LIFE INSURANCE CO 
NEW ORLEANS. U.S.A. 








CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 
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1912 1923 1932 1942 To Date 
—— INSURANCE IN FORCE ASSETS <---> BENEFITS TO POLICYOWNERS 
1. An all time high in new sales, $116,000,000 in 1951 (includes reinstatements and 
revivals) 
2. $539,000,000 of insurance in force 
3. Assets of $130,000,000 — Surplus, $8,500,000 
4. eee paid to Policyowners and Beneficiaries — $123,570,000 
5. let tualization 
Si my completion and occupancy of our new $3,000,000 home office building 


Fitzgerald 





















Cadlersfiijo... 


As a leader in the non-cancellable 
disability field, we invite comparisons of 
benefits . . . of premiums . .. of service. 
But we especially welcome your atten- 
tion to the manner in which we treat the 
policyholder. 
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WORCESTER 2, 


COMPANY 
MASSACHUSETTS 


Pree As arti os 6s ois sins cee oe casssa te President 
Edward R. Hodgkins..... Vice-Pres. and Mgr. of Agencies 
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*& NON-CANCELLABLE ACCIDENT & SICKNESS « LIFE » GROUP * 


Agency representation in the 48 states, the District of Columbia, Hawaii and Canada 
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“Big Red” he was called.In 
two years he made twenty- 





® One starts, winning twenty 
times, finishing second 
once. He was a winner. He 
was a CHAMPION. 








United Benefit, another winner. In 20 years, it had 
half a billion of life in force. In 25 years, $877,000,000. 
ONE BILLION JUST AHEAD for this CHAMPION. 
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THE NATIONAL UNDERWRITER Life Insurance Edition. 
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Published weekly by the National Underwriter Company, Office of Publication, 
1953. $6.00 per year (Canada $7.00, Foreign $7. 50). 25 cents per copy. 
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Fitzgerald Highlights 

Best Year Ever at 

Eastern Regional 

NEW YORK—President Edmund 


I Fitzgerald got Northwestern Mutual’s 
ls big eastern regional convention here 
I) off to an enthusiastic start by his an- 

* nouncement that the company, even on 
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the basis of pre- 
liminary year-end 
figures, had al- 
ready exceeded the 
record year of 1946 
in paid business. 
He also mentioned 
the many other 
ways in which 
1952 was a bounti- 
ful year for North- 
western. 

That evening, at 
the dinner, Grant 
L. Hill, vice-presi- 
dent and director of agencies, read a 
telegram giving the exact figure— 
$490,356,000, which beat the 1946 rec- 
ord by 4% and bested 1951 by 16%. He 
mentioned also that it was 108% above 
1941, the last pre-war year, and equiv- 
alent to 744% of the company’s cur- 
rently in-force insurance. Mr. Fitzger- 
ald also spoke briefly at the banquet, 
congratulating the field force on their 
record and paying tribute to the agents’ 
wives for their part in bringing it 
about. 





Edmund Fitzgerald 
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Toastmaster Willard Griffin, super- 
intendent of agencies, introduced Su- 
perintendent Bohlinger of the New 
York department. He drew quite a 
laugh by his opening words: “Mr. 
Toastmaster, Mr. Fitzgerald, and all 
you people who are making so much 
money in the life insurance business.” 
There was further laughter as he re- 
marked that New York City’s bus 
strike apparently hadn’t kept anybody 
away from the meeting and added, 
“but obviously you ride in Cadillacs 
and not in buses.” 

Mr. Bohlinger spoke highly of David 
B. Fluegelman, president of National 
Assn. of Life Underwriters, who is an 
égent of the Krueger & Davidson agen- 
cy of Northwestern Mutual in New 
York City. Mr. Fluegelman was seated 
beside Mr. Bohlinger at the head 
table. Mr. Fluegelman was introduced 
and spoke briefly. 

In a talk at the opening session, 
President Fitzgerald said that the com- 
pany’s coverage is sold to the segment 
of the population that can best afford 
to buy and is distributed well among 
groups who have need for life insur- 
ance. Quoting figures from a Univer- 
sity of Michigan study, Mr. Fitzgerald 
said 51% of Northwestern’s policy- 
holders are college alumni as against 
17% for a control sample of policy- 
holders of all companies; 55% are in 
the professional, white collar, self-em- 

(CONTINUED ON PAGE 1%) 





Named as Travelers 
Advertising Chief 


Harry Barsantee has been promoted 
to manager of the public information 
and advertising 
department at 
Travelers. He 
joined Travelers 
in 1926 as super- 
visor of the news- 
bureau, was 
named an assistant 
manager of the de- 
partment in 1948 
and associate man- 
ager in 1952. 

Mr. Barsantee is 
a graduate of the 
University of Wis- 
consin school of 
journalism and 
and was a newspaper man at Madison 
and Milwaukee. Before going with 
Travelers, he was in advertising and 
public relations work at Chicago for 
seven years. 
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During the second war, he served on 
the headquarters staff, army air forc- 
es, as chief of field services, office of 
flying safety. He was separated from 
active service as a lieutenant colonel 
and holds that rank in the volunteer 
air reserve. 

He has been active in civic circles 
as promotion and publicity director of 
the Greater Hartford Community Chest 
in 1948, and has headed and served 
as publicity director of the United Ne- 
gro College Fund drive. He is chair- 
man of the press committee of’ Life 
Advertisers Assn. 





Harry Barsantee 





Schmoll Metropolitan 
3rd V. P. on West Coast 


Louis J. Schmoll has been advanced 
from assistant vice-president to 3rd 
vice-president at the Pacific Coast head 
office of Metropolitan Life. He joined 
the company at the home office in 
1911. When the Canadian head office 
was established in 1924 he was made 
assistant secretary there in charge of 
the ordinary department. He was 
transferred to the Pacific Coast head 
office in 1930 and placed in charge of 
the ordinary department. Mr. Schmoll’s 
promotion to 3rd vice-president was 
included in the company’s recent an- 
nouncement of executive promotions 
but was inadvertently omitted by THE 
NATIONAL UNDERWRITER in publishing 
the list. 





Bankers National Scores 
Sizable 1952 Gains 


Total paid production for 1952 for 
Bankers National Life jumped 55% 
over the company’s 1951 figures, and 
pushed the 1951 in force rate up 
$33,595,000 to $224,057,000, a 12% gain. 
The new in force figures represent an 
increase of 91% over 1950. 

Ordinary business rose 30%, driving 
ordinary insurance in force up 50% 
over 1951. The company’s average 
paid for policy was $6,295. 


Call Off Merger of 
Constitution Life 
with Bankers L. & C. 


Coincident with his withdrawal of 
application for the merger of Bankers 
L.&C. with Constitution Life, John 
MacArthur, president of Bankers, has 
made a deal with Sterling Ins. Co. of 
Chicago whereby Bankers as of Dec. 
31 acquired $1 million in annual premi- 
ums of life business from Sterling in 
exchange for $9 million of Banker’s 
A. & H. premiums, the latter on a co- 
insurance basis. Bankers will collect 
premiums and service the A. & H. busi- 
ness taken over by Sterling. 

The California department has re- 
ceived notice of withdrawal of the ap- 
plication for a permit for merger of 
Constitution Life at Los Angeles with 
Bankers Life & Casualty of Chicago. 
Bankers L.&C. has also withdrawn its 
application for a certificate of authori- 
ty to transact life and disability insur- 
ance in California. Notice of the with- 
drawal came telegraphically from Chi- 
cago. 

Stockholders of Constitution on Dec. 
23 voted to approve the proposed merg- 
er, but suit to prevent it had been 
filed by Jennison Heaton of Pebble 
Beach, Cal., a former director of Con- 
stitution to restrain Commissioner Ma- 
loney from approving it. Heaton also 
asked the court to issue an injunction 
against the merger and further asked 
damages of $219,000 from officers of 
both companies and from former offi- 
cers of Constitution. 

David Norwood, examiner for the 
California department, who has been 
participating in an examination of 
Bankers L. & C. has retired from that 
duty and is on his way to California 
to make a report to Commissioner Ma- 
loney. 


Morrison Retires 
from L.1.A.M.A. 


Laurence S. Morrison, research con- 
sultant of Life Agency Management 
Assn. retired at the year’s end after 
nearly 25 years with the association. 
Atlhough he is giving up his full-time 
duties, he will continue to accept 
special consultation assignments with 
life companies. 

He was honored with a luncheon 
on his final day in the office, as well 
as at the LIAMA staff Christmas party, 
and received many gifts including 
round-trip railroad tickets to Califor- 
nia for himself and Mrs. Morrison. 

Mr. Morrison joined the association 
in 1928 and was appointed director of 
research in 1939, continuing in that 
post until 1945, when he was made re- 
search consultant. He developed a sys- 
tem of determining agency costs and 
agency profit now in wide use by com- 
panies, and is the author of many asso- 
ciation publications. He went to 
LIAMA from U. S. F. & G. at Los 
Angeles. 





United States Life was the 20th 
company to join H. & A. Underwriters 
Conference in 1952, bringing total 
membership to 187. 


Bohlinger Offers 
Plan to Get Major 
213 Changes Passed 


Agents’ Pay Tops List; 
Less Urgent Measures 
Would Be Postponed 


By ROBERT B. MITCHELL 

NEW YORK—Concerned at the pos- 
sibility of section 213 revisions losing 
the race against the legislative clock, 
Superintendent Bohlinger of New York 
has proposed to the companies’ com- 
mittee that efforts now be concentrated 
on getting the expense limitation law 
changed in seven respects which he 
believes to be the most pressing and 
letting the rest go over until next year 
for action. 

Discussion of the industry reaction to 
Mr. Bohlinger’s proposal follows this 
account of his views. 
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Under this plan there would be by- 
passed the less urgent matters and 
some others, such as the revision of 
general expense limits, which he be- 
lieves are too complex to be solved in 
the limited time remaining in this ses- 
sion. 

The points on which Mr. Bohlinger 
is anxious to see action taken at this 
session are increasing agents’ compen- 
sation limits; making it easier for 
smaller companies to expand their 
agency operations; permitting agents 
of general agency companies to be paid 
55% graded first-year commissions, 
the same as managerial companies’ 
agents, without penalizing the general 
agent’s overriding; easing the present 
stringency of the expense voucher re- 
quirements; extension of the 1948 
emergency relief measures for another 
year; authorization of training allow- 
ances; and a penalty provision that 
would permit the superintendent to 
impose penalties less drastic than are 
provided under the present law. 
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Mr. Bohlinger’s special concern is 
for the agents and the smaller com- 
panies. He is sympathetic to the agents’ 
requests for an increase in the com- 
pensation limits and suggested to the 
companies’ committee that there might 
be a moderate increase in the limits 
through use of part of the collection fee 
that companies are permitted to pay on 
business from the 15th year onward. 
This is a maximum of 3% and dis- 
counted on a 344% interest basis it 
has a present value of about 104% of 
one year’s premium. One-third of this 
—leaving 2% for service fees, which 
is in line with the practice of some 
companies—would be 342% of one 
year premium. 

If this were augmented by, say, 1% 
to 2% of a year’s premium this would 
produce an increase equivalent to 
about 5% of one year’s premium. How- 
ever, the department would want 
about 3% of these five percentage 
points reserved for security benefit 
purposes, with the remainder available 
for increasing the agent’s take-home 

(CONTINUED ON PAGE 18) 
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John Hancock Hitches Its Inter-Office 
Phones to Central Dictation Recorders 


By ROBERT B. MITCHELL 


BOSTON—For letter-writing in the 
modern mode home office, you just 
pick up the regular inter-office tele- 
phone, dial a number, and you're set 
to dictate right into the telephone, your 
words being recorded on a machine in 
the central transcription department in 
another part of the home office. 

There’s an extra button on the hand- 
set that you use for starting and stop- 
ping the recorder. If you want to hear 
what you have just dictated, so you 
can pick up your train of thought after 
an interruption, you just dial a num- 
ber and the machine backs up far 
enough so you can catch the last 20 
or 30 words. There’s a number to dial 
which marks the instruction slip to 
warn of corrections and another to in- 
dicate the end of a letter so the 
girl doing the transcribing will know 
roughly how long the letter will be and 
set it up on the sheet accordingly. 
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It’s said to be the first such system in 
the entire country. It’s not the first 
time recorders have been hitched to 
telephones for remote-control dicta- 
tion, but it’s unique in using existing 
wiring and telephone instruments. On 
a big installation, like the Hancock’s, 
where between 300 and 400 phones 
are being equipped for dictation, the 
cost saving is obviously very sub- 
stantial. 

Workability of the plan has been 
fully tested in an experimental installa- 
tion, which has now been made perma- 
ment. Additional phones are being 
modified. and transcription machines 
added as fast as the job can be done. 

Incidentally, while the plan is to put 
a control button on every inter-office 
phone whose user will have occasion 
to do any appreciable amount of dic- 
tating, the button isn’t essential. It’s 
just an additional convenience, for the 
recorder can be started and stopped 
by dialing certain numbers. Thus, it 
will be possible for anyone in the 
entire home office who has an inter- 
office phone to dictate to the central 
recording machines. 

The ratio of dictating machines to 
letter-writers using the system is us- 
ually about one to 10. This usually pro- 
vokes the question: Aren’t there go- 
ing to be times when a lot more people 
want to dictate than there are ma- 
chines available? The answer is that 
it’s been found that if the number of 
machines needed has been sensibly se- 
lected in the light of the observed 
work-load pattern, there are very few 
“collisions” and they are of little 
practical importance. 
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The system automatically selects the 
first free machine in the “bank” or 
group, which usually has five to ten 
recorders in it. The dictator hears a 
single “beep” note, signifying that 
he can go ahead and dictate. If no ma- 
chine is available at the moment, he 
hears a regular telephone “busy” sig- 
nal. 

While the Hancock setup will have 
about 34 recording machines, these 
will be divided into several banks of 
varying numbers of machines, the 
division being arranged to promote the 
highest degree of efficiency and the 
least chance of “collisions.” Users will 
be assigned to certain banks by as- 





connect them to their own bank. Thus, 
the work load for a given bank can be 
varied by giving some of the users a 
new number to dial that will connect 
them to a different bank. It would, of 
course, be possible for anyone to “mus- 
cle in” on another bank if no machine 
were available on his own bank, if he 
knew the number to dial. 

To release the recorder so someone 
else can use it, it is only necessary to 
hang up the phone. This automatically 
also makes the “end” mark on the in- 
struction slip, so it is not necessary to 
dial the number for “end” at the end 
of the last piece of dictation. 


Besides the savings due to using 
existing wiring and handsets, there 
is a big saving in having to buy and 
maintain only one machine for ap- 
proximately every 10 dictators. This 
doesn’t necessarily mean, however, 
that there is a 90% reduction in num- 
ber of dictating machines, for in most 
offices a dictating machine would be 
shared by several dictators if they 
didn’t have occasion to do much letter- 
writing. 

Besides obvious cost advantages, the 
system has the great merit of expedit- 
ing the output. Dictators are encour- 
aged to pick up the phone and get the 
letter off at once, rather than waiting 
for a batch of dictation to accumulate. 
Where the usual type of central trans- 
scription department is used, the ten- 


dency for dictators is to fill up a record 
before sending it for transcription. 
Thus, a letter dictated at 9 am. may 
not go to the transcription department 
till noon. The Hancock system pro- 
motes a more even flow of work and 
tends to level out the load peaks in the 
transcription department, besides get- 
ting the finished material back to the 
writer sooner. 

One thing that can’t be sent over the 
wire, of course, is the sheaf of corres- 
pondence that the dictator is answer- 
ing and which the transcriber is sup- 
posed to refer to. It has been found 
that the electronic dictation, via the 
telephone, is of sufficiently high fideli- 
ty that there is rarely any need for the 
typist to refer to anything. Of course, 
where written material is needed, as 
for copying extended passages, it can 
readily be sent to the central trans- 
cription department. 

About 40 transcribing machines will 
be used in connection with the Han- 
cock’s remote control recording sys- 
tem, but actually there will be con- 
siderably more than that because in- 
dividuals doing exceptionally heavy 
amounts of dictation will. still have 
their own dictating machines and 
transcribing typists. 
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In addition to the Hancock type of 
setup, there are two other remote-con- 
trol dictation systems. The simplest 
involves a recorder hooked up to sev- 
eral phones connected only to the re- 
corder. The other employs a separate 
automatic switchboard for the sole 
use of recording equipment, a special 
phone being installed at the desk of 
each person using the system. 

At present, the Hancock hookup can 


be used only where the office has an 
(CONTINUED ON PAGE 19) 













over the $600 million mark. 


In terms of the number of months required to accumulate 
each $100 million of the first $600 million, here is the box 


score: 


<The 
COMMONWEALTH 
Commentary 


600 Million in 1952 


Last month Commonwealth Careermen put their company 












The Ist $100 million —271 months 
The 2nd $100 million — 182 months 
The 3rd $100 million— 44 months 
The 4th $100 million— 28 months 
The 5th $100 million— 26 months 
The 6th $100 million— 18 months 










achievement. 





We salute our Commonwealth Fieldmen on this remarkable 


INSURANCE IN FORCE, December 1, 1952 — $604,357,681 
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LOUISVILLE, KY. 


NLBB Reverses Self 


State Farm Agents 
Called “Employes” 





Collective Bargainng Election 
Is Ordered for Cal. Producer 


of Illinois Insurers 


National Labor Relations Board at 
Washington has reversed itself and 
now holds that the California agents 
of the State Farm companies of Bloom. 
ington, Ill., are employes within the 
meaning of the labor relations act and 
that an election must be held within 
30 days to determine their wishes on 


collective bargaining representation,’ ‘ 


Previously, NLRB held that the agents 
constituted independent contractors 
and such an election need not be 
called. 

Complainant is Insurance & Allied 
Workers Organizing Committee. The 
opinion is applicable to all the agents 
in California for all the State Farm 
companies selling life, auto, fire, or 
whatnot. 
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NLRB in its new opinion asserted 
that the agents are under the super- 
vision and control of district managers, 
They are governed in their selling and 
servicing by the instruction of compa- 
ny manuals and underwriting aids, 
They must submit official forms cov- 
ering all business transactions and de- 
tailed reports. The new men especial- 
ly are expected to attend meetings that 
are set up. Agents may take no final 
action without home office approval. 
The compensation of agents is a uni- 
lateral determination on the part of 
the companies. Life agents who are 
terminated cannot solicit insurance 
until they get new employment. Ter- 
minated agents are barred from solic- 
iting old policyholders. 
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The opinion went on to insist that 
the emphasis on sales quotas and the 
incentives designed to “pressure” 
agents into obtaining goals establish 
that the agents are salesmen whose 
output is subject to the dictates of the 
employer. Agents can’t place risks 
with other companies in lines written 
by State Farm. Their advertising is 
subject to censorship. The recruiting, 
financing, and training of new agents, 
along with a course in life insurance 
available to experienced agents, and 
the social security and retirement plan, 
the opinion said, all point to the em- 
ployer’s purpose to develop and main- 
tain a skilled, permanent body of em- 
ployes. It is cléar that the agents con- 
stitute an integral part of the employ- 
er’s business without which the em- 
ployer could not function. The agents 
constitute an appropriate unit for col- 
lective bargaining, the opinion con- 
cludes. 

The case was reopened by NLRB on 
the plea of the union that it had new 
evidence. 

In th decision of March 20, 1952, 
favoring State Farm, the members of 
the board said they agreed with the 
assertion of State Farm that the agents 
are independent contractors because 
they are subject to control only as to 
the results and not as to the details of 
performing their functions. They went 
on to say at that time it was clear 
that the right of the insurers to exer- 
cise control over the methods and mat- 
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: Distorts Insurable Health 


Bill, Fails to Give 


Balanced Picture 


NEW YORK—Health Insurance 
‘Council, representing A. & H. insurers, 
‘has voiced outspoken criticism of So- 
cial Security Commissioner Altmeyer’s 
statement about health insurance 
which was reported in last week’s is- 
sue of THE NATONAL UNDERWRITER and 
widely quoted in the daily newspapers. 

The Health Insurance Council said 
Altmeyer’s figures on the adequacy of 
‘health insurance failed to give a bal- 
‘anced picture, especially in view of the 
six-fold increase since 1941 in the 
number of people having health in- 
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The report “is a perversion of statis- 
tical information,” according to George 
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| ager of American Medical Assn. He 


_F. Lull, secretary and general man- 


charged that the “facts put forth are 
misleading, and are insulting to the 
intelligence of the American people.” 

Dr. Lull asserted that “someone 
played with statistics and presented 
them in a way that implied there was 
a dire need for compulsory health in- 
surance—a program that everyone 
knows has been given top-priority for 
years by Administrator Ewing and the 
federal security agency.” 

“Health insurance benefits, includ- 
ing those of Blue Cross, Blue Shield 
and a variety of independent plans, 
account today for more than twice the 
share of the nation’s insurable health 
bill with which Mr. Altmeyer credits 
them,” said Ralph T. Heller, 2nd vice- 
president of Prudential and chairman 
of Health Insurance Council. “The 
commissioner has used a figure of $10.6 
billion to represent the past year’s 
insurable health bill of the nation. Ac- 
tually, at least half of the items which 
make up this sickness bill are gener- 
ally cared for outside of health insur- 
ance.” 
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Taking into consideration such items, 
Mr. Heller said that $5 billion was a 
closer estimate of the nation’s insur- 
able sickness bill, and added: “Tre- 
mendous progress has been made in 
the span of a few years in bringing this 
bill under the protection of health 
insurance.” He pointed out that one- 
day illnesses, absences from the com- 
mon cold, other short-term sickness, 
absences covered by sick pay, the needs 
of millions of people provided for by 
government, such as the armed forces 
and the institutionalized population, 
for example, should not be included 
in the potential of health insurance. 

“It is not for the public interest for 
health insurance to cover all medical- 
care costs from the trivial expenditures 
to the luxury services,’ Mr. Heller 
said. “Its goal should be simply to pro- 
vide such benefits as may be required 
in the individual case to prevent neces- 
sary medical expenses or wage loss due 
to sickness from becoming a financial 
hardship. We should evaluate health 
Insurance in its proper setting as one 
of several important methods of meet- 
ing the cost of medical care, the others 
Meluding direct payment from per- 
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for the needy, private charity and pub- 
lic assistance.” 

He also pointed out that the health 
insurance benefits do not represent 
the aggregate of sums available from 
insurance coverages, as large amounts 
are also channeled to American fam- 
ilies, to aid in meeting sickness costs, 
from workmen’s compensation insur- 
ance, the disability provisions of life 
insurance, fraternal benefits and auto- 
mobile and other types of liability in- 
surance. 

“In contrast to the dismal picture 
painted by Mr. Altmeyer, the growth 
of health insurance has been amazing 
and has aided materially in enhancing 
family financial security,’ Mr. Heller 
added. “More than 90 million people 
in the United States now have some 
health insurance. This is nearly three 
times the number covered at the end 
of World War II and six times the 
number covered at the outset of that 
war. 
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“Health insurance recognizes that 
there is much remaining to be done. 
But it is doing a much larger propor- 
tion of the job than the commissioner’s 
figures indicate. Moreover, each year 
about 10 million additional persons 
are acquiring health insurance pro- 
tection. Those with health insurance 
protection today have much more ade- 
quate coverage than they did only a 
few years ago. And some of the types 
of coverage, such as catastrophe or 
major medical expense insurance, are 
quite new and are just starting to be 
used in large volume. With the as- 
tounding progress in insuring the sick- 
ness bill of the country which has been 
shown in the past decade, it is more 
in order to be gratified by this rapidly 
expanding bulwark of protection and to 
look ahead to still further progress.” 

Setting up about the same objec- 
tions, Dr. Lull contends that “facts 
are presented in a way to be mislead- 
ing.” For example: to arrive at per- 
centages, Mr. Altmeyer applied bene- 
fits paid by voluntary health insurance 
plans to the total medical care bill 
paid in the U. S. each year. 

e e e 

“This gives a false impression be- 
cause (1) it includes the bills paid by 
all those who did not have insurance, 
many of whom did not choose to buy 
insurance, and (2) it fails to con- 
sider the many sources of payment of 
medical bills other than health in- 
surance plans, for example, workmen’s 
compensation insurance, liability in- 
surance, accident insurance, life insur- 
ance, and the thousands of bills paid 
by private philanthropic foundations, 
health foundations and community and 
governmental agencies. 

“To present an honest picture of the 
value of voluntary health insurance, 
the federal security agency should 
have determined the amount of dollar 
benefits paid in proportion to the total 
health bills of only those who were 
covered by health insurance. 

“The presentation of these data at 
this time is an obvious attempt by a 
lame-duck administrator to discredit 
the voluntary health insurance pro- 
grams.” 





Motor Finance Corp. has placed with 
Mutual Life a 4.58% of $2 million sub- 
ordinated note, due in 1961. Of the pro- 
ceeds, $1,300,000 will be added to the 
company’s working capital and the re- 
mainder will be used to refund a 
$700,000 subordinated note now held by 
Mutual Life. Motor Finance and its 
subsidiaries specialize in financing the 
purchase and sale of automobiles. 





Northwestern Mutual has the distinction of having four heads of life insur- 
ance organizations among its field and home office personnel. Pictured here, 
they are, from the left, David B. Fluegelman of the Krueger & Davidson agency, 
New York City, president of National Assn. of Life Underwriters; Edmund 
Fitzgerald, president of Northwestern Mutual, who is chairman of the Institute 
of Life Insurance; Grant L. Hill, vice-president and director of agencies, who is 
president of L.I.A.M.A.; and Harry Krueger, president of the New York City 
Life Managers Assn. The picture was taken at the annual dinner of the Life 
Managers Assn., at which Mr. Krueger presided. 








TO AID SMALLER ASSOCIATIONS 





Tape Recordings of Speeches Soon to 
Be Made Available from NALU Library 


The many smaller associations, often 
described as the backbone of the Na- 
tional Assn. of Life Underwriters, soon 
will be able to hear prominent speak- 
ers whom they otherwise might not be 
able to obtain for their meetings, 
through the use of tape recordings. 

Newell C. Day, general agent for 
Equitable of Iowa at Davenport, Ia., 
and chairman of N.A.L.U. speakers bu- 
reau committee, fostered the plan 
whereby speeches made at large as- 
sociation meetings will be recorded, 
edited, filed and made available from 
N.A.L.U. headquarters for the small 
associations at a nominal fee. 

Mr. Day said that many smaller as- 
sociations were having trouble getting 
speakers because of limited audiences 
and financial inability to pay speakers’ 
traveling expenses. It seemed that a 
plan could be worked out that would 
make widely known speakers availa- 
ble to such groups, at the same time 
bringing tangible evidence of the Na- 
tional association’s continuing interest 
in small associations. 
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Mr. Day conceived and developed 
the idea in his work in Iowa. He re- 
corded talks given at the Iowa sales 
congress. Recordings of these talks 
were sent to small groups throughout 
the state. The plan’s success indicated 
that it could be employed on a na- 
tional scale and he fostered the pro- 
gram in the N.A.L.U. 

The process of collecting the tape 
recordings for the library begins with 
the decision on whose speech should 
be recorded. After obtaining the speak- 
er’s permission to record it, the associ- 
ation before which he is to talk is 
asked to record the speech and forward 
the tape to National headquarters. The 
tape is then edited if necessary, to fit 
a 5-inch tape, which will run for about 
30 minutes. One reason for editing the 
tape to 5-inch size is that that size is 
usable on all standard machines avail- 
able in the United States. 

The sponsors believe that since most 
churches, community centers and 
chambers of commerce possess record- 


ers, there are few local associations that 


will not be able to obtain them and 
use them to hear the speeches. 

It is also hoped that agencies will 
use the tapes in the N.A.L.U. library, 
which will include five sales seminar 
talks recorded at Atlantic City and 12 
speeches, at agency meetings. Further 
extension of the program to manager 
groups, using their talks on manage- 
ment problems, is expected. 

While the small associations repre- 
sent a minority of membership, they, 
nevertheless, represent a majority of 
local associations. These groups are 
also considered as belonging to the so- 
called “grass roots.” As Howard C. 
Ries, Equitable Society, Everett, Wash., 
and membership vice-chairman for the 
associations with less than 100 mem- 
bers, says, “It is the small associations 
and their membership that are more 
important to the institution of life in- 
surance from the standpoint of busi- 
ness and maintaining healthy public 
relations than any other factor in the 
business.” 





Laughlin Suggests Raise 


for Director and Others 


Loren Laughlin, retiring insurance 
director for Nebraska, in his annual 
report to Gov. Peterson recommended 
that the director be paid not less 
than $10,000 and urged that a review 
of the state’s insurance laws be au- 
thorized by the legislature. The salary 
now fixed by the legislature is $6,500. 
He further urged higher salaries for 
the chief examiner and actuarial ex- 
aminers in the department—not less 
than a base of $5,000 with a maxi- 
mum of five annual increases of 10%. 

Mr. Laughlin presently has a brief 
filed with the state supreme court 
seeking approval of a salary increase 
from $5,000 to $6,500 which was aue 
thorized by Gov. Peterson in 1951 but 
turned down by State Auditor Ray 
Johnson. Mr. Johnson based this ac- 
tion on an opinion challenging the 
constitutionality of the raise written 
by Attorney General Beck’s office. 
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Official Urging, Life Company Trend 
Leave Fraternals Cool to Entering A.&H. 





Neither the advice given several 
months ago by Deputy Superintendent 
Murphy of the New York department 
nor the rush of life companies to get 
on the A. & H. bandwagon appears to 
have produced any perceptible trend 
in this direction among the fraternal 
societies. 

Those societies that do not already 
write A. & H. have not changed their 
position, according to a survey of some 
of the larger fraternals conducted by 
THE NATIONAL UNDERWRITER. Of the 12 
replying, six stated they did not and 
would not consider writing A. & H., 
three indicated that it was under con- 
sideration, three are already writing 
A. & H. 

Despite Deputy Superintendent 
Murphy’s belief that fraternals could 
bolster their membership position by 
writing A. & H., the general belief 
seems to be summed up by one frater- 
nal executive who wrote: “Of the fra- 
ternals already writing A. & H. insur- 
ance, those having good experience 
are in a minority.” Apparently many 
fraternals feel that A. & H. has special 
pitfalls for the fraternal type of 
operation. 
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Objections center around the neces- 
sity of developing a special under- 
writing department, and either devel- 
oping an independent sales force or 
training present solicitors in the sales 
techniques of an entirely new line of 
insurance. 

Mrs. Frances L. Torkelson, supreme 
oracle of Royal Neighbors, wrote: “The 
question of broadening out and en- 
tering a new field such as A. & H. has 
been discussed by our society a num- 
ber of times. But as we have a number 
of new plans of insurance in force, 
that have not been thoroughly mas- 
tered by our field workers, we feel 
that we had better continue along as 
we are for the present at least.” 

Another executive said: “To issue 
a broad coverage (such as A. & H.) is, 
in our opinion, still a precarious field, 
at least for us. We recognize, too, that 
many fields of progress have certain 
elements of risk and that in order to 
progress risks must be taken.” But he 
doesn’t feel the risk here is worth- 
while because of the experience of 
those fraternals already writing 
A. & H. 

William E. Mooney, general attorney 
of Woodmen of the World of Omaha, 
said of the fraternals already handling 
A. & H., “Evidently some of them are 
not doing so well or the recent regu- 
lations from several insurance depart- 
ments about the segregation of funds 
and a denial to such societies to draw 
on their life reserves would not have 
been issued.” 

The lodge system is considered a 
deterrent to the smooth functioning of 
A. & H. coverage. One fraternal execu- 


tive said, “Since fraternal benefit so- 
cieties maintain lodge systems, you can 
readily appreciate the harm that could 
be rendered by a dissatisfied member 
in a lodge meeting over the settlement 
of a claim on health and accident in- 
surance which, because of its nature, 
must be interpreted strictly and tech- 
nically on the terms of the coverage.” 

Another said, “Our local lodges 
would expect the society to be ex- 
tremely liberal in processing claims. 
Familiarity with the accident and 
health insurance business has con- 
vinced us that there is a high incidence 
of claims by malingerers and by people 
during depressions. Because of our fra- 
ternal character you can readily see 
that any such member whose claim 
had been justly denied would immedi- 
ately get his local lodge to proceed to- 
ward aiding him in collecting it.” 
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Such a situation, he pointed out, 
would be in contrast to the society’s 
present record, which shows only 
slightly more than one court case per 
1,000 death claims for 1951. He said 
the society could not hope to maintain 
such an average with the usual type 
of A. & H. insurance. 

Deputy Superintendent Murphy in 
his speech at the convention of the 
First Catholic Slovak Union, urged 
the fraternals to consider the possibil- 
ities of A. & H. coverage. He declared 
that it would be a means of rekin- 
dling interest of present members and 
adding new members. He said that be- 
cause of the public interest in A. & H. 
and similar protection it would be an 
appropriate time to take advantage of 
this “newly awakened interest by de- 
veloping A. & H. programs which 
would be likely to attract new and 
young members, and thus stem the 
tide of membership loss.” 

Among the fraternals already in the 
A. & H. field, one indicated that it 
sold A. & H. only to members and has 
not “attempted to promote the sale of 
A. & H. certificates for many reasons,.” 
The reasons were not given. 

Of those answering the query, only 
one, the Croatian Fraternal Union, 
which has been writing A. & H. for its 
members for 30 years, took an opti- 
mistic view. V. I. Mandich, supreme 
president, said A. & H. “falls right into 
line with the policy of our society as 
a fraternal organization to protect and 
assist its members in any need, not 
only in the payment of death benefits. 
We firmly believe that this kind of 
protection has made possible the con- 
tinued growth of our organization.” 

The Brotherhood of Railroad Train- 
men merely acknowledged that it has 
been issuing A. & H. policies for sev- 
eral years. It did not indicate either 
favorable or unfavorable results from 

A. & H. 
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Shown here are the Provident Mutual Life officers involved in the executiy 
promotions outlined in the Dec. 26 issue. 
Seated, from left, are: Sewell W. Hodge, advanced from treasurer to secrets 
and treasurer; Thomas A. Bradshaw, recently vice-president and general cow 
sel and now president; M. Albert Linton, formerly president and now chair. 
man; Frank A. Savage, manager mortgage loans now vice-president a 
manager mortgage loans; Leon A. Hamilton, counsel, now general counsel. 
Standing: Ottwill I. Benson, administrative assistant to the president; Rober 
G. Ward, formerly actuarial assistant and now assistant actuary; Roy G. Shy 
bert, assistant counsel; Elmer S. Gaumer, assistant personnel director. 
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Northern Cal. Congress 
Full Card Announced 


The Northern California Sales Con- 
gress program Jan. 15 at the Geary 
theater, San Francisco, will include a 
quiz run by Herbert W. Humber, as- 
sociate general agent, Mutual Benefit 
Life; a talk by William Bruce, chief of 
the California department’s division of 
examinations and financial analysis; 
a panel on A.&H. moderated by Robert 
E. Little, general agent of Paul Revere, 
with Charles H. Biesel, Union Mu- 
tual Life, S. S. Battleson, superintend- 
ent of agencies West Coast Life, and 
Marshall Goodmanson, manager Provi- 
dent Life & Accident, as participants, 
and a talk by V. John Krehbiel, Aetna 
Life, Los Angeles. 

After lunch there will be a panel 
discussion moderated by James Bang- 
hart, supervisor New England Mutual, 
with J. W. Carrothers, Massachusetts 
Mutual, Leonard Stiller, Aetna Life, 
and Robert G. Wall, manager of Union 
Central, as participants. Miss Valerie 
Kuhn, head of a salesmanship teach- 
ing firm, will talk on the common de- 
nominator for success in selling. Clos- 
ing speaker will be John W. Yates, 
general agent of Massachusetts Mutual 
at Los Angeles. 


2 Companies Join LIAMA 

Columbian Mutual Life of Bingham- 
ton, N. Y., and Nippon Life, Higashi- 
ku, Japan, have been elected to mem- 
bership in the L.I.A.M.A. 

Twenty-two new companies joined 
the association during 1952, including 
eight associate members in foreign 
countries. The association now has 
member companies in Argentina, Bel- 
gium, Brazil, Denmark, France, Ha- 
waii, India, Japan, Mexico, the Phil- 
lipines, South Africa, Sweden and Ve- 
nezuela. 











Additional Dividend Action as Announced by Companies 


Funds Left With Company 








Funds Left With Company 





Non- Non- 
with- With = Accum. oe v with- With = Accum. 
Current Old drawable drawable Div’ds. Current Old drawable drawable Div'ds. 
3 Company Policies Policies % % % Company Policies Policies % % % 
Aid Assn. for Lutherans. Same as 52 Same as '52 2 2 3 Mutual Benefit ....... Revised Revised 3.15 (h) 3.15 (h) 3 
Bankers Life, Neb. ... “2 sg 3 3 3 Approx. 
Bankers National ..... re 2.5 2 2.5 | Mutual Life, N.Y. .... 11% Inc. ............ 2.90 (i) 2.90 (i) 2.75 
Business Men's ....... vk : 3 3 3 Occidental, Calif. ..... Same as '52 Same as ’52 Guaranteed Rate. 3 
Guardian, N. Y. ...... : 2.5 Guar. Rate 3 | Ohio National ........ Increased Same as ’52 3 2.5 3 
Home Life, N. Y. ..... Same as 52 Same as ’52 2.85 2.85 2.85 | 0 
/ ( Standard, Ore. ....... Same as ’52 Same as ’52 2.75 2 3 
Imperial, Canada ...... Same as '52 Same as '52 3.3 3.3 3.3 | State Farm .......... & ei 3 3 3 
Monarch, Mass. ....... bed ” 2.5 (b) 2 3 Union Central ........ ” e 2.5 2.5 2.5 


(b) 2% with life contingencies. (9) Except term dividends increased. (h) 3% 


(i) Except interest income option, 2.75%. 


for payments certain arising from life income provisions in contracts prior to 1945. 


Pru Lets Contract 
for Steel for Its 
Chicago Building 


Prudential has awarded to U. S. Stee 
the contract for fabrication and erec. 
tion of the framework of the new 
Prudential Mid-America home office 
building at Chicago. About 31,000 tons 
of steel will be needed for the 41-story 
structure. Much of the steel will be 
made at the South Chicago and Gary 
works. 

Ground was broken last August for 
the new building, which will rise over 
the Illinois Central suburban station. 
It is expected that the work on the 
caissons and foundations will take an- 
other eight months to complete. Erec- 
tion of the steel framework will begin 
the latter part of this year and engi- 
neers believe it will take about a year 
to complete. The architects expect the 
building to be ready for occupancy in 
1955, barring unexpected delays. 





New Handbooks Issued 


for Minnesota, Nebraska 


New, up-to-date Underwriters hand- 
books for Minnesota and Nebraska 
have just been published by the Na- 
tional Underwriter Co. These hand- 
books provide complete and up-to-date 
information on agencies, companies, 
field men, general agents, solicitors, 
groups and other organizations affili- 
ated with insurance throughout these 
two states. 

Premiums and losses by lines, within 
these states, for all fire and casualty 
companies and life insurance paid for 
and in force for life companies, are 
also presented in special, statistical 
sections. Copies of either may be ob- 
tained from the National Underwriter 
Co. at 420 East Fourth street, Cincin- | 
nati 2, O., price $12 each. 





Retirement Benefits Up 30% 


Equitable Society has effected a 30% 
increase in retirement benefits for 
more than 900 retired agents and em- 
ployes and has made it effective as of 
last July 1. More than 4,000 active 
agents and employes likewise receive 
a 30% increase in their retirement 
credits for service prior to 1941. Action 
was based on a study initiated more 
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' Massachusetts Mutual Life has ap- 
nonted Robert E. L. Choate general 
agent at Mongom- 
ery, Ala., succeed- 
ing Emil J. Meyer, 
and Landon B. 
Davies general 
agent at Baltimore, 
succeeding his fa- 


tired. 

The company 
has also appointed 
Robert E. L. Choate = Nrorton D. Custer 
general agent at Hempstead, L.I., and 
named Morris Brownlee general agent 





Omaha, Neb. Both are veterans. 

George A. Miller, former staff man- 
ager at San Bernardino, and Alfred 
J. Pechette, former staff manager at 
Oakland have transferred to Los An- 
geles as training consultants. Mr. Mil- 
ler has been with the company since 
1939, Mr. Pechette since 1945. 





social security, welfare and health ex- 
penditures at $2.6 billion in the fiscal 
year 1954. About $15 million less than 
estimated for the current year. 

NSLI and servicemen’s indemnity 
are estimated to cost $66 million. 





Laborer’s, Survey Shows 

The average family doctor in 1951 
earned $3.76 an hour, according to a 
survey of “Medical Economics,” a 
business magazine for physicians. The 
survey assumed time and a half for 
overtime and double time for Sunday 
work, and credited the doctors with 
working about 75 hours a week. 


strong resemblance to current base pay 
for skilled union labor. Many brick- 
layers, for example, get $3.25 an 
hour now a days. And if other workers 
earn less, and as medical specialists 
earn more, isn’t this explainable in 
terms of degree of specialized skill?” 


ments and equipment, $661. 

The survey showed that doctors in 
small towns generally spend a higher 
percentage of their gross income on 
expenses than those in metropolitan 
centers. 





New Insurer at Houston 
American Country Life has been or- 
ganized at Houston, Tex., with head- 


ther, John F. OASI, NSLI Budget Figures The net income, before taxes, of } hea 
Davies. Messrs. , 9 _ family doctors in 1951 was $14,098. | quarters in the Esperson building 
Meyer and J. F. WASHINGTON—T he President s The magazine observes that “the in- there. The company will serve farmers 
Davies have re. budget message to Congress estimates teresting thing about this figure is its and ranchers exclusively. 


President is W. O. Cox, former man- 
ager of Houston Fat Stock Show, and 
past executive secretary of Better Tex- 
as Pastures, Inc. He at one time was 
executive vice-president of First Amer- 
ican Life of Houston. 





1 now chair. 
resident Crown Zellerbach Corp. has sold its "It is also pointed out that the aver- New York Life has purchased 1 
1 counsel. new one-story paper converting plant age physician in private practice spent million; Mutual Life $75,000; Massa- 
ident; Robes and office building at 2000 West ave- $9,508 on operating expenses in 1951. chusetts Mutual, $600,000, and Bankers 
Roy G. Shy nue 137, San Leandro, Cal., to Mutual This is a 24% increase from 1947 when Life of Nebraska, $150,000, of $2,500,- 
ector. Life, the latter leasing back the build- expenses were $7,200. 000 debentures of West Coast Tele- 
ing for 25 years with the option of Office assistants’ salaries cost the phone Co., Everett, Wash. The 442% 
1 ct renewal for another 50 years. average doctor $2,689 in 1951. Other series is due in 1977. 
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Landon B. Davies 


Merton D. Custer 


at Houston. Mr. Custer was formerly 
manager at Hempstead. Mr. Brownlee 
succeeds Davis Faulkner, who resigned 
to join a brokerage firm. 

At the same time, the company has 
converted the Worcester, Mass., dis- 
trict office into a general agency and 
appointed W. Robert Johnston mana- 
ger. 


Mr. Choate has been with the com- 
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pany at Newark, and became a super- 
visor before transferring to the home 





da 30% | office as a training assistant in 1951. 
fits for} He is an army veteran. 

and em- 

ve as of 

) active | Prudential Names McKillip 
Radssisapiir Prudential has appointed George W. 
irement | McKillip assistant manager at San Di- 
a ego, and Alvin E. Thomas manager 


for the new San Mateo (Cal.) district. 
Mr. McKillip joined the company at 
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Term for diabetics .. . Something new... 
is available through Continental. 
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Wis. Ruling Opens 
State Life Fund 
to Negro Risks 


The Wisconsin state life fund cannot 
refuse to insure a person merely be- 
cause he is a Negro, even though actu- 
arial tables show that race has a short- 
er life expectancy, the state supreme 
court ruled in a 6 to 1 decision. 

Reversing a lower court decision, the 
high court held that a Negro applicant 
must be considered as an individual 
rather than a member of a race. Com- 
missioner Lange, custodian of the state 
life fund, brought suit against the re- 
fusea applicant, James Rancher, a Mil- 
waukee Negro, in order to obtain an 
interpretation of the statute. Under the 
court order, Rancher is to be permitted 
to take out state life insurance if he 
passes other requirements. 

The lower court had opined that the 
statute did not prohibit the commis- 
sioner from insuring Negroes, but that 
it did not “require” him to insure them. 
The trial court had refused to brand 
the commissioner’s refusal to issue a 
policy as “arbitrary” until such time 


as the mortality rates of the two races 
become substantially the same, or un- 
til new methods of classifying risks 
without regard to race have been de- 
vised and accepted in the insurance 
business. 

The supreme court held, however, 
that the practices of private insurers 
are not controlling. Such companies 
are free to make their own regulations, 
the court said, “but when the state law 
requires the commissioner to grant a 
policy to persons who are residents of 
the state, he is bound to treat such ap- 
plicants alike. He is not authorized to 
exclude all Negroes without absolute 
proof that their length of life is short- 
ened solely because of their color or 
race.” 

The court stated it was not shown 
that racial classification is the only one 
which will achieve the purpose for 
which the life fund was created. It 
referred to evidence in the record that 
some Negroes whose applications are 
properly screened and evaluated would 
have a mortality equal to that of white 
persons. “Those applicants are entitled 
to insurance in the state life fund,” it 
stated. 

The dissenting opinion pointed out 
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. . He claims you know more about his 


congregation than he does!” 


Bankers/ifemen Really Know 
How to Qualify Prospects 


The amount of knowledge Bankerslifemen develop for qualifying 


a prospect is terrific . . . but, admittedly, it is doubtful that they 


often are ahead of their ministers on this score. 


The economy in time and effort that can be accomplished 


through qualifying a prospect thoroughly is drilled into Bankers- 


lifemen during their training period. Then, through both training 


and supervised activity, they are shown how to develop the infor- 


mation that lets them spend their time with qualified prospects. 


Yes, Bankerslifemen are told and shown how to be the kind 


of life underwriters you like to know as friends, fellow workers or 


competitors. 


BANKERS 


DES MOINES, 


COMPANY 
IOWA 


that rejection of Rancher’s application 
conformed with a policy established by 
predecessor commissioners, classifying 
all members of non-Caucasian races 
as substandard risks, and of refusing 
insurance to such persons at premiums 
based on the American experience 
table. 

It further stated that issuance of in- 
surance to substandard risks would 
violate the statute providing that “pre- 
miums for life insurance in the life 
fund shall be based on the American 
experience table, with additions for 
extra hazards.” 


MAY AFFECT PREMIUM LEVEL 


It is possible that the supreme court 
decision could eventually result in 
higher premiums for all persons in- 
sured by the fund. Current actuarial 
tables show a shorter life span for 
Negroes than for white persons, with 
premiums adjusted accordingly. 

Should the ruling give rise to a de- 
luge of Negro applications of a mag- 
nitude that would adversely affect the 
fund’s present mortality ratio, as ac- 
tuarial tables indicate, it would be nec- 
essary to make up income deficiencies 
by spreading the cost among all policy- 
holders. 





DIRECTS STATISTICAL BULLETIN 


Lew Succeeds Dublin 
for Metropolitan 


Edward A. Lew has been named 
associate actuary and statistician of 
Metropolitan Life. As successor to the 
retired Dr. Louis I. Dublin, he will 
have responsibility for the company’s 
monthly statistical bulletin which has 
a circulation of about 30,000. The 
statistical gathering operation Mr. Lew 
now heads is one of the largest in 
the country. 

Born in London, Mr. Lew started 
with the ordinary department of Met- 
ropolitan shortly after coming to this 
country, transferring to the mathemat- 
ical section of the ordinary actuarial 
division in 1926. In 1931, at the age of 
22, he became a fellow of the Actu- 
arial Society of America. For several 
years from 1946, the company assigned 
him to work with William Marshall 
Bullitt, life insurance lawyer who at 
one time was solicitor general of the 
United States, on lawsuits in connec- 
tion with the question of Metropoli- 
tan’s right to pay different dividends 
on policies with disability and double 
indemnity benefits. He was advanced 
to assistant actuary in 1939. 

Toward the end of his army service 
in the last war, Mr. Lew was a member 
of the joint army-navy committee on 
National Service Life insurance, win- 
ning the Legion of Merit for his work 
in that connection. His public service 
also includes the positions of actuary 
and consultant to the federal medical 
services committee of the Hoover 
Commission, and consultant on avia- 
tion statistics to the department of the 
air force, as well as several in the 
public health field. He has been active 
on Society of Actuary committees, and 
has appeared as a speaker before sev- 
eral life organization meetings. 








New High for National, Vt. 


Life insurance sales by National Life 
of Vermont totaled $137,197,100 in 
1952, a new high, and up 8.59% from 
1951. Annualized premiums for 1952 
amounted to $5,934,501, a gain of 9.78% 
compared to 1951. 

The Manchester, N. 
in sales for 1952. 


H., agency led 








ons 
Many OASI Other Bure 
Life Insurance Bills P°% 
inNewCongress_ f.% 





WASHINGTON—Many bills affectjment t 
ing government life insurance, penpBusines 
sions, and social security have beajtations 
introduced for consideration in the 83rmilitar. 
Congress. Repl; 

Rep. Dingell, Michigan, minoritgRowla! 
member of the ways and means com#5S?- c 
mittee, proposes to amend OASI hj 
providing persons insured under jit of 
their dependents, and survivors of de “The 
ceased insured persons, with hospite protect 
ization insurance. greatl 

Provisions of the bill deal with eligi: 
bility for insurance, description of ho te for 
pital service, free choice by patient)? ct B 
arrangements with hospitals, and non. : thei 
disclosure of information concerning ™ the 
individuals. There is also provision fo 
hospital services under workmen’ 
compensation, and provisions for ad. 
ministration of the act by states, and 
utilization of private non-profit or. 
ganizations. 

Mr. Dingell also introduced a bill to 






























repeal provisions of the 1952 social se Rob 
curity law relating to preservation of) 20 yé 
OASI, and the rights of individual| Monta 
while permanently and totally dis- ka, | 
abled. ' South 
e e e — 
Several bills were offered by Cole ie 
of New York and others to amend so-) gonwr 
cial security to permit beneficiaries to retire 
earn $100 a month without forfeiting tor’s 
benefits. Several resolutions were of- suece 
fered to create a special committee to ard F 
study problems of the aged. Mr 
Rep. Keogh and Rep. Jenkins, Ohio, mark 
introduced bills to encourage private year 
pension plans. tiona! 
Mr. Keogh also offered a bill to ex-| Co. i 
clude from gross income the first $1,440! comp 
for each year, of all retirement pension} havir 
and annuity payments, including OASI, | first 
received during a taxable year by any! gradi 
retired employe. to er 
Mrs. Rogers, Massachusetts, prospec- M1 
tive chairman of the veteran affairs} Char 
committee, introduced several veterans | Sout 
insurance bills, including one to per-} hanc 
mit reinstatement of war risk yearly} ters 
renewable term and government life | Paci 
by service-connected disabled World { that 
War I veterans under specified condi- } thre 
tions. Chic 
was 
He | 
Devereux Made Manager: Mia 
Other Provident Changes sl 
Provident Mutual Life has opened a 
second agency in Boston with offices | Ce 
on Copley Square. The company has 
appointed Edward R. Devereux as Jer 
manager of this agency and a New Ci 
England territory which includes the | Har 
Providence, R. I., and Worcester, Mass. | sinc 
offices at their present location. ber, 
Mr. Devereux entered the life in- B 
surance business with Equitable Socie- 195 
ty. He is a C.L.U. com 
Also announced was the appoint- a 
ment of Walter S. Brokaw as general } i 


agent emeritus in Providence and 
Samuel J. Gummere as associate gen- 
eral agent and Roger W. Sherwin as 
supervisor of the Worcester agency. 
Mr. Gummere has been general agent 


of the Worcester office for the past 18 \ 
years. = 

Mr. Sherwin has had a number of ter 
years’ experience in the life insurance ve 
business, the last several of which he the 
served under Mr. Gummere in Worces- ad 


ter. 
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onsult Better Business 
Bureaus on Military 


Base Solicitations 
WASHINGTON—Commanding offi- 
rers of military bases are being given 
e green light by the Defense Depart- 
ent to seek the aid of local Better 
Business Bureaus in dealing with solic- 
tations by life insurance agents at 
ilitary, naval and air force posts. 


d Replying to a letter from Jasper M. 


Rowland, industry relations director of 
. of Better Business Bureaus, Mrs. 
Anna M. Rosenberg, Assistant Secre- 
of Defense, wrote: 

“The offer of your facilities to help 
protect the individual serviceman is 
greatly appreciated. The three military 
departments have been advised that 
this department considers it appropri- 
ate for the commanding officer to con- 
tact Better Business Bureaus located 
in their vicinity when they are in doubt 
of the reliability of any insurance con- 
cern.” 








R. J. Chapman, Veteran 
National Underwriter 
Salesman, Retires 


Robert J. Chapman, who for nearly 
20 years has traveled Iowa, Idaho, 
Montana, Nebras- 
ka, North and 


Wyoming and part 
of Colorado for the 
National Under- 
derwriter Co., has 
retired on his doc- 
tor’s orders. He is 
succeeded by Rich- 
ard F. Black. 

Mr. Chapman 
marked his 20th 
year with the Na- 
tional Underwriter 
Co. in October. He started with the 
company at Des Moines in 1932, after 
having been with Rough Notes Co. At 
first he traveled a limited field but 
gradually his territory was enlarged 
to embrace seven states. 

Mr. Black will take over all of Mr. 
Chapman’s territory except North and 
South Dakota, in place of which he will 
handle all of Colorado. His headquar- 
ters will be at Omaha. He served in the 
Pacific during the last war and after 
that went to college in Tennessee for 
three years. He was with Zurich at 
Chicago as a group salesman, and later 
was with that company in Pittsburgh. 
He joined American Equity group of 
Miami in 1951 as special agent in Geor- 
gia, Florida and eastern Tennessee 
with headquarters at Atlanta. 





Rohert J. Chapman 





Central Standard Names 


Jennings District Manager 
Central Standard Life has appointed 
Harry C. Jennings, agency assistant 
since his return from Korea last Octo- 
ber, district manager at Gary, Ind. 
Before his recall to active duty in 
1951, Mr. Jennings had been with the 
company at South Bend, Ind. In Korea 
he assisted in the training of a R.O.K. 
artillery battalion, and spent six 
months on the line with this unit. 





Expect Early Hearings on 
OASI Disability Waiver 
WASHINGTON—Congress is ex- 
pected to hold hearings soon on the 
proposal to waive OASI premiums for 
permanently disabled workers. How- 
ever, American Medical Assn. notes 
that if the proposal of Sen. Taft. is 
adopted for a commission to study 


social security and related matters, the 
OASI matter will not come up for con- 
sideration. This would mean expira- 
tion on June 30 of the provision in 
the latest social security law for pre- 
mium waivers that was accompanied 
by a proviso prohibiting applications 
for such benefits until July 1, 1953. 

A. M. A. has announced its support 
of a proposal for a federal board of 
hospitalization, with a view to integra- 
tion of federal medical activities and 
programs, with some exceptions. 

Senate action is also expected in this 
Congress on the resolution of Sen. 
Bricker of Ohio designed to head off 
imposition of socialized medicine 
through treaties of International Labor 
Organization. 


A. H. U. M. Hears Reichardt 


William C. Reichardt, Wisconsin 
sales manager of Firestone Tire & Rub- 
ber Co., was speaker at the January 
meeting of A. & H. Underwrters of 
Milwaukee. 

At the meeting of the Madison as- 
sociation, the movie “How * Raised 
Myself from Failure to Succes: -a Sell- 
ing” was shown. 





75% of K. C. Life Building 
Windows Broken by Blast 


An explosion believed to have re- 
sulted from ignition of natural gas in 
a restaurant across the street from the 
home office of Kansas City Life de- 
stroyed about 75% of the glass in the 
Kansas City Life building. 

The Frank Stephens agency of Mu- 
tual Benefit H.&A. and United Benefit 
Life, which adjoined the restaurant, 
was destroyed by fire. The loss to fur- 
niture and fixtures in the Stephens 
agency is estimated at $10,000. Total 
loss caused by the explosion and fire 
is estimated at $500,000. 





To Issue Individual Cover 

St. Louis Blue Cross-Blue Shield 
plans will in the near future issue 
policies to individuals. The 93 counties 
in Missouri served by the St. Louis 
plans have been divided into 10 areas 
for successive enrollment, beginning 
at Sedalia. Anyone under age 60 and 
in good health and unable to enroll 
for the plan through established groups 
will be eligible for enrollment on an 
individual basis. 


Plan Merger of Two 
Nebraska Insurers Jan. 20 


Transfer of the business of Depend- 
able Accident of Falls City, Neb., to 
Nebraska National Life of Lincoln has 
been approved by the state insurance 
department. The transfer will be made 
Jan. 20 following favorable action at 
the annual meeting of Dependable Ac- 
cident. 

Dependable Accident has more than 
1,000 policyholders. It was formed four 
years ago by a group at Falls City that 
was headed by Ralph H. Hogan. 

Nebraska National Life as of Dec. 
31, 1951, had assets of $842,059, capi- 
tal of $154,880, and net surplus 
$108,587. Its insurance in force was 
$8,812,449. It was organized in 1946, 
and in 1951 control was acquired by 


Leonard H. Engstrom, who is now 
president. 
Hear School Superintendent 


Mrs. Margaret A. Huff, superintend- 
ent of Gumbert School for Girls, ad- 
dressed the Jan. 5 meeting of the Pitts- 
burgh Assn. of A. & H. Underwriters. 
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And Now— 
COMMERCIAL A & § 


Again, the Lincoln National man finds his prospect field enlarged by a new coverage. 
This time, it’s a complete line of Commercial Accident and Sickness policies. 


These new Commercial policies make A&S benefits available to men in almost every 
occupation and to employed women 


in certain classifications. Even house- 
wives and children are eligible for 
Accident only and hospital and surgi- 
cal plans. 


Now, the LNL man has both Com- 
mercial and Noncancellable A&S in 
addition to a full line of Life policies. 
Another reason for our proud claim 
that LNL is geared to help its field 





men. 
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Importance of Choosing 
Right Agent is Theme 
of Article in Coronet 


A boost is given in the January issue 
of Coronet to the agent who “helps 
the policyholder get the most out of 
his present insurance.” 

This is the agent assured should 
seek out to handle their insurance pro- 
grams, author Ray Giles states. Mr. 
Giles. a free lance writer, is a retired 
Mutual Benefit Life agent and wrote 
the book, “Begin Now to Enjoy To- 
morrow” for that company. 

Although directed toward the poli- 
cyholder, the article offers several tips 
for the agent. Primarily, Mr. Giles 
says, the agent must be informed about 
the particular personal problems of his 
assured. 

“To plan for the future intelligent- 
ly, you should first know what you 
have at present,” Mr. Giles tells the 
policyholder, and adds, “This is where 
the agent comes in. A good one can 


explain what you have in...insur- 
ance.” 
e @ e 
Mr. Giles draws a comparison be- 


tween a baseball player, who needs 
immediate heavy insurance to cover 
his limited high earning period, and 
a young doctor, whose earning capacity 
will increase as he grows older and 
more experienced, and then adds: 
“This explains why it is important to 
have an agent you can confide in. He 
must know all about your affairs to 
give you his best advice.” 

The agent can help in other ways, 
too. He can suggest that the policy- 
holder use his yearly dividends to in- 
crease his protection, rather than to 
reduce his premiums, thus attending to 
additional family needs without in- 
creasing budget requirements. The 
agent can help widows with their in- 
surance problems since many women 
lack investment experience. 

The assured may be glad to know, 


too, that in most states today insur- 
ance income cannot be attached by 
creditors. 

Informing the agent of any change 
in marital or financial status always 
helps, too, Mr. Giles stresses. He 
urges a review, by the assured and 
the agent, of the former’s policies in 
the event of a new baby, the death 
of a beneficiary, changes in employ- 
ment, or in any other case which may 
indicate a change in coverage. 

Often, too, purchase of new insur- 
ance is not the result of new respon- 
sibility or change in status of any kind, 
but rather stems from the realization 
that more coverage is desired, and in 
this case, too, the agent can help. As 
Mr. Giles says, “Careful reading and 
discussion with your agent of the terms 
of the new and old policies may dis- 
close advantages in the old which are 
not readily noticeable.” 


Tells Why Cuba Lags in 


Sale of Life Insurance 


One of the reasons Cuba is lagging 
behind other nations in the sale of life 
insurance is that its role is not being 
sufficiently publicized, according to 
Gostavo Godoy, vice-president of La 
Metropolitana Compania Nacional de 
Seguros of Havana. 

Mr. Godoy, who recently visited the 
United States, making arrangements 
for reinsurance, spent some time study- 
ing the home office operation of South- 
land Life. 

He said that there is no advertising 
of life insurance done in Cuba other 
than the publication of annual finan- 
cial statements. Cubans are partial to 
the high premium endowment policies, 
he pointed out, which is one of the 
reasons that only 1% of the country’s 
five million populace, or about 50,- 
000 persons, carry life insurance. The 
comparable figure in the U. S. is 55%. 

Mr. Godoy described his 30-year old 
company as the largest life insurer in 
Cuba. 
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$4 Billion Putinto 
Mortgages in 1952 


Nearly $4 billion of life insurance 
funds went into the financing of real 
estate mortgages in 1952, it is esti- 
mated by Institute of Life Insurance. 
It brought total mortgage holdings of 
life companies to about $21,275,000,000 
under more than 2 million individual 
mortgages. The greater part of these 
are home mortgages. 

New mortgages financed by life com- 
panies, estimated at $3,975,000,000, did 
not bulk up as large as in the previous 
year, when $5,111,000,000 went into 
this channel, but they have been great- 
er than reported in any year except- 
ing only 1950 and 1951. 

The post-war home construction 
boom, which reached its peak in 1950, 
continued during 1952. In the seven 
years since World War II ended, more 
than $25 billion of mortgages have 
been financed by life companies, the 
net increase in mortgage holdings 
being $14,640,000,000, more than twice 
the amount outstanding at the end of 
1945. 

e @ e 

FHA mortgages accounted for $850,- 
000,000 of the year’s new mortgages 
and comprised $5,700,000,000 of the 
vear-end holdings. 

VA mortgages amounted to $450,- 
000,000, and compared year-end hold- 
ings come to about $3,350,000,000, not 
including VA farm mortgages. 

Farm mortgages of all types reached 
$375,000,000, with total farm mortgage 
holdings exceeding $1,675,000,000. 

Other mortgages, including those on 
homes directly financed by companies, 
and those on commercial and indus- 
trial properties, comprised $2,300,000,- 
000 of the 1952 new financing and add 
up to $10,550,000,000 of the year-end 
holdings. 

Total mortgage holdings of life com- 





panies now represent 29% of total 
assets; in 1945 they were 14.8% of 
assets. 

Snyder to Houston Post 


Reginald Snyder, district manager 
at St. Louis of American Hospital & 
Life, has been transferred to Houston 
as manager. He succeeds G. M. Parks, 
who was the first agent appointed by 
the company 20 years ago and is now 
retiring as manager to devote himself 
entirely to personal production. 

Mr. Snyder was the second manager 
appointed by the company and has held 
managerial posts at Fort Worth, Kansas 
City and St. Louis, in addition to two 
executive positions at the home office. 
He has been very active in the A. & H. 
field and is a former president of St. 
Louis Assn. of A. & H. Underwriters. 





Managers Banquet Jan. 27 

Life Managers & General Agents 
Assn. of Columbus will hold its an- 
nual leaders banquet Jan. 27. Each 
agency will entertain its leading pro- 
ducer. Dick Gross is chairman of the 
committee in charge. 





Increase Tenn. Benefits 

The Tennessee Blue _ Cross-Blue 
Shield Plan has increased from 10 to 
100% its benefits for surgical opera- 
tions, the amount varying by type of 
surgery. Participating physicians have 
agreed to accept plan benefits as full 
payment for services within certain in- 
come brackets, and $4,200 maximum 
family annual income has been set as 
the figure for which this will be done. 
The old amount was $3,600. No rate 
increase is contemplated. 
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JOSEPH MALZO’'S VIEW 


1940 Unrealistic 
as Norm for Real 
Estate Values 


NEW YORK—It is unrealistic to ap. 





Old 


WA 
in his 
pointe 


‘penefi 
the pt 


praise real estate on the basis of 1940 social 


values when indications are that the 
economy will continue to prospe 
rather than returning to the 1940 level, 
according to Joseph Malzo, mortgage 
officer of Union Labor Life. 

Mr. Malzo, who is immediate past 
president of the Society of Residential 
Appraisers, says that a good many 
appraisers show by the way they make 
their estimates that they assume 194) 
was a normal year and that the pre. 


sent figure is abnormal. However, Mr. 
Malzo feels that the economy is ex- 


panding, that prosperity will continue, 


and that there is no reason to fix on 


1940 as the norm. 

Besides such factors as the continu- 
ous rise in the population with conse- 
quent need for more and better homes, 
there are such influences as the rapid 


obsolescence of many homes and the” 


large amounts of individual savings 
which would provide a strong cushion 
against economic fluctuations. 





Loses Suit Charging Agents 
With Leverage in Selling 


Ohio supreme court has refused to 
review two suits for a total of $220,000 
which the Gallagher Co., Toledo dry 
cleaning firm, and its president, John J. 
Gallagher, brought against New York 
Life and three present and former 
agents. The court’s action thus upholds 
lower court decisions that Mr. Gal- 
lagher had no basis for his damage 
claim. 

Mr. 


ants had made a contract to install an 
efficiency system to increase gross busi- 


ness of his dry cleaning firm to $500,000 | 


a year, in consideration for the right 
to sell $200,000 worth of insurance to 
company officers and employes. Counsel 
for agents contended successfully that 
Ohio’s anti-rebate law for insurance 
companies made the contract illegal, so 
that no suit for its breach could be 
enforced. 





Toronto Life Managers Assn. has 
elected Howard C. Graham president. 
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Insures 


The Whole Family 











Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 
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Truman for More 
Old Age Assistance 


WASHINGTON—President Truman 
in his message on state of the union 
pointed to greater old age insurance 
penefits as one factor in answering 
‘the postwar question on the future of 
social progress. 

- Among bills proposed are a num- 
per to provide direct federal pensions 
of $100 per month to certain citizens 
60 years or older; to extend OASI to 
people in agriculture and to state and 
local government employes already 
covered by other retirement systems. 
also to employes of federal home loan 
bank, to repreal the OASI tax on 
account of service performed by per- 
sons 65 years or older; to establish 
federal departments of social security 
and education and health; to provide 
penefits for totally disabled persons 
under the social security act; to in- 
crease OASI benefits; to make 60 the 
OASI retirement age; to repeal the $75 





» per month OASI “work clause”; to in- 


yestigate desirability and feasibility 
‘of a national retirement system. 
Other bills propose to assure the 








~~ coal right to judicial review in certain 
ons. circumstances under the National Ser- 
vice Life act; to create a veterans in- 
/ surance corporation in VA to man- 
Agents age U. S. government life and NSLI; 
E to relieve military personnel from re- 
lling funding to the government life in- 
surance premiums and interest thereon, 
we promt guaranteed under soldiers and sailors 
Toledo ” dry civil relief act; to provide for NSLI 
ent, John j premium refund where the insured 
N ‘fan York failed to apply for waiver. 
ind former Reps. Keating and Hand offered 
1us upholds bills providing for credit of subscrip- 
- Mr. Ga}. | tion charges for premiums with re- 
ris damage | Spect to health or medical service 
plans, prepayment health programs, or 
that New | health or medical insurance for fed- 
ial defend. | °@! income tax. 
> install an A bill by Rep. Sieminski would ex- 
gross busi- | empt from income tax certain police- 
to $500,000 | man and fireman pensions. 
* the right 
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“ Counsel Dean to State Farm 
Sfully that . . 
insurane | 4S Regional Director 
, illegal, so Myron E. Dean, senior consultant of 
could bef L.I.A.M.A., has been appointed re- 
gional director in the agency depart- 
ment of State Farm Life. With 
Assn. has L. I. A.M. A. since 1949, Mr. Dean spe- 
president. cialized in consultation work with 
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member companies. He was on the 
teaching staff of the schools in agency 
management and is the author of sev- 
eral L. I. A. M. A. field publications, in- 
cluding “Selecting the Career Man” 
and “Management and Your Future.” 
He was an editorial adviser on District 
Management Magazine and a member 
of the editorial committee for Man- 
ager’s Handbook. He served as staff 
representative on the cooperation with 
other organizations, membership, com- 
bination companies and quality busi- 
ness committees. 

Educated at Hendrix College and 
Arkansas State Teachers College, Mr. 
Dean entered life insurance as a Metro- 
politan Life agent at Little Rock. After 
Coast guard service he joined Union 
Life of Little Rock in 1945 as a home 
office field supervisor, moving later to 
American United Life as an agency 


manager. He served as president of the 
Little Rock C. L. U. 





Mutual Benefit Life will hold its an- 
nual meeting at the home office: at 
Newark, Jan. 19. 





Advertising Beamed At Buyers Enhances 
Agency's Prestige, Makes Recruiting Easy 


Postal Life’s three-month personal- 
ized advertising campaign in Rochester, 
besides assisting the James Hamill 


agency to increase its production, 
helped solve the agency’s recruiting 
problem. 


Paul Duling, director of sales promo- 
tion, says the campaign, which pictured 
local agents and policyholders in the 
advertisements, succeeded in building 
up the prestige of the agency. It also 
enabled Mr. Hamill’s agency to climb 
from seventh to fifth in sales among 
Postal agencies. 

Toward the end of this advertising 
campaign Mr. Hamill placed two classi- 
fied ‘ads’ in the local paper. The want 
ads, run without any direct reference 
to the campaign ads, stated men were 
wanted to work as agents in an out- 
standing agency where they would find 
prosperous and secure employment. 

Mr. Duling said there was a “phen- 
omenal response” to these classified 
advertisements. Nearly 150 interviews 
resulted. A high percentage of these re- 
cruits scored “A” on the aptitude tests. 
At one time there were 13 prospective 
agents in the office waiting for inter- 
views. Eight men were chosen as agents 
and two of them are so well qualified 
that they are being considered for a 


supervisor position. 

Mr. Duling said the agency hired 
“very, very good men” and it is well 
satisfied with the new agents. However, 
only two months have passed since they 
were hired and no definitive results 
are available. 

The first series of classified ads was 
run consecutively on Friday, Saturday 
and Sunday, the second series on Sat- 
urday, Sunday and Monday. The latter 
pulled more candidates. Mr. Duling 
said this was because they read the ad 
on Sunday or Monday and appeared at 
the agency before the motivation to do 
so was lost. . 

Mr. Hamill is planning to run a full- 
page advertisement in the local paper 
the middle of January. Pictures of all 
the agency’s agents will be included. 
The copy will say one of the agents can 
help the reader. It will ask the reader, 
“Which one?” 

Further proof of the success of this 
advertising campaign, which Postal 
Life officials believe will start a new 
trend in life insurance advertising at 
the local level, is shown by the fact 
that part of the sales story of the an- 
nual report of the American Newspaper 
Publishers Assn. bureau of advertis- 
ing will deal with this campaign. 








Guardian Has Coupon Book 


Plan for Monthly Premiums 

Guardian Life has adopted a coupon 
book system for the payment of 
monthly premiums. All policyholders 
with policies on the monthly premium 
basis will receive coupon books cover- 
ing the next 12 months after the 1953 
policy anniversary. Thus it will take 
a full year to convert all the existing 
business to coupon books. New poli- 
cies sold on the monthly premium 
basis will come under the new plan 
immediately upon payment of the first 
premium. 

Included in the coupon books will be 
gummed labels, addressed to the com- 
pany, which may be used with any 
plain envelope to mail the monthly 
payment. 





Set Cards for Meetings of 
H.&A. Conference Groups 


Group and hospital-medical com- 
mittees of H. & A. Underwriters Con- 
ference are completing plans for the 
annual meeting at the Drake hotel, 
Chicago Feb. 2-4. 

Group Committee Chairman R. C. 
Knoblock, 2nd vice-president of Wash- 
ington National, outlines discussion 
subjects as including problems of ade- 
quacy of premium, the degree of liber- 
ality to be applied to the group cover- 
ages offered, and ways and means of 
exercising closer controls on adminis- 
trative and claim costs. 

Hospital-medical conferees, under 
Chairman Don R. Hodder, assistant 
secretary of Woodmen Accident, will 
consider rising costs, the Columbus, O., 
individual hospital admissions plan, 
and current hospital problems. 

A panel of insurance executives will 
probe duplication problems in hospital 
and medical coverage from underwrit- 
ing, claims, Blue Cross, and manage- 
ment points of view. 

Lt. Comdr. John P. Hanna, confer- 
ence associate managing director on 
leave to the navy, will be welcomed 
back. 


Independent L. & A. to Start 
Work on Skyscraper Home 


Independent Life & Accident plans 
to start construction on its new sky- 
scraper home at Jacksonville, Fla., 
within the next few weeks. The com- 
pany will occupy the basement and the 
first four floors of the 17-story build- 
ing, Jacksonville’s tallest, which is ex- 
pected to cost between $3 million and 
$4 million. 

The structure will occupy an L- 
shaped piece of land covering 16,800 
square feet. Independent Life’s print- 
ing plant and storage facilities will be 
located in the basement, thus central- 
izing the company, whose plant had 
been located in a building separate 
from its former five-story office. 

Floors above the fourth will recede 
about nine feet on all sides, providing 
terraces for executive offices. Indiana 
limestone, imported Swedish granite 
and emerald pearl will be principal 
exterior materials. Windows will be 
of aluminum. Four elevators will serv- 
ice the new building, in which upper 
floors will be available for rental. 





Steve Booke Joins Cage 

Steve Booke, business and financial 
editor of the Houston Post has joined 
Jack Cage & Co. as vice-president in 
charge of public relations and advertis- 
ing. He will handle work for Insur- 
ance Co. of Texas, Life Insurance 
of Texas, Continental Union and ICT 
Discount Corp. 

For 214 years before joining the Post, 
Mr. Booke headed his own public re- 
lations firm at Houston. Prior to that, 
for five years he was senior editor of 
Magazines of Industry at New York. 
He was with Advertising Age at one 
time and started on the New York 
Daily News. 





An aptitude meeting was sponsored 
by Oklahoma A. & M. Insurance Club 
at which prospects in the insurance 
business were discussed by Albert 
Wahle, general agent for New England 
Mutual Life at Stillwater. 


Whort Now Senior 
LIAMA Consultant 


L.1.A.M.A. has promoted William H. 
Whorf to senior consultant. He joined 
the company relations staff as a con- 
sultant in 1951 after having been a 
group representative and later a field 
supervisor for Paul Revere Life. 

Besides consultation work, he will 
cooperate closely with the L.I.A.M.A. 
A.&H. committee. He is a member of 
the agency management schools staff 
and of the Manager’s Handbook edi- 
torial committee. He is author of “The 
Third Hazard,” an A.&H. booklet, and 
another soon to be released. He is a 
graduate of Amherst and a marine 
corps veteran. 





Prudential Dividend 
Scale Revised for 1953 


Prudential has revised its 1953 divi- 
dend schedule for ordinary policies. 
The scale in effect during 1952 has 
been adjusted by increasing dividends 
payable in later policy years and de- 
creasing those payable in early years. 

Compared with what would have 
been paid in 1953 if the present scale 
had been continued, the adjustment in 
general produces larger payments for 
policies issued before 1942 and no 
change for policies issued from 1942 to 
Oct. 14, 1951. For policies issued on or 
after Oct. 15, 1951, payments will be 
small than under the existing scale. 
However, on most of these policies the 
new scale provides for dividends that 
will be higher than those under the 
present scale as soon as sufficient re- 
serve funds have been accumulated to 
give effect to present higher interest 
returns. 

The rate of interest to be credited on 
policy proceeds left with the company 
to be held at interest or paid in in- 
stallments certain has been increased. 
For interest periods ending in 1953 the 
rate will be 3% but not less than the 
guaranteed rate. For settlements under 
option 2 at rates in effect Dec. 1, 1940 
and later, some additional interest will 
also be allowed (during the install- 
ment certain period) on account of the 
reserves held to provide the life in- 
come after the certain period. 

The rate of interest to be credited on 
dividends left with the company has 
also been increased. For interest peri- 
ods ending in 1953 the rate will be 
234% but not less than the guaranteed 
rate. 

The practice of paying termination 
dividends on cash surrender of weekly 
premium, intermediate and ordinary 
policies will be continued during the 
coming year. A new feature is that 
dividends will be payable on weekly 
premium and intermediate policies is- 
sued in 1942 which terminate by death 
during 1953. Certain ordinary policies 
issued since 1942 which terminate by 
death or maturity in 1953 will also be 
eligible for termination dividends. 





Boadway Resigns Detroit 


Post: to Be an Agent 

Harold A. Boadway has resigned as 
general agent of Paul Revere Life at 
Detroit. He will now devote his time to 
personal production. 

Mr. Boadway, president of Michigan 
Assn. of A. & H. Underwriters, is a 
past president of the Detroit associa- 
tion. 





Mutual Trust Life has applied for a license 
in California. 
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Assembly Line Techniques Might Help 


To a production engineer, doubtless 
one of the strangest aspects of the life 
insurance business would be the fact 
that the sales side of it has made so 
little use of production line techniques. 
The typical ordinary agent has to be 
not only an expert salesman but an 
efficient executive in managing his 
own operations, a good prospector, 
perhaps a direct mail expert, and may- 
be something of a technician in the 
field of estate planning and pensions. 
This is roughly comparable to mer- 
chandising automobiles by giving a 
workman the parts necessary to build 
a car, having him put it together and 
then having him go out and sell it and 
thereafter keep it serviced. 

The way that such a primitive meth- 
od would skyrocket automobile costs 
as compared with modern assembly 
line techniques is obvious to anyone, 
but the use of similarly primitive meth- 
ods in life insurance merchandising is 
taken for granted because that’s the 
way it’s always been done. 

A couple of years ago Charles J. 
Zimmerman, managing director o7f 
L.I.A.M.A., suggested that eventually 
life insurance would be serviced by 
service specialists and not by the 
agents who sold the business. The 
growing difficulty of obtaining re- 
cruits who can handle the increasingly 
complex and varied phases of life in- 
surance sales and service work would 
ap; var to make even further subdivi- 
sion of functions a step in the direction 
of increased efficiency and lower costs. 

It takes little imagination to per- 
ceive the difficulty that automobile 
manuiacturers would have if they 
hired as salesmen only men who were 
good at selling cars and also capable 
of assembling them from the compo- 
nent pieces. It shouldn’t take much 
more imagination to figure that maybe 
if a good life insurance salesman could 
concentrate on selling, which he is 
good at, and leave other phases of the 
distribution process to others better 
fitted for it he would be spending much 
more of his time at peak effectiveness, 
would be happier in his job, and more 
likely to stick at it instead of turning 
to some other line of work. 

When it is considered how many dif- 
ferent roles an agent has to fill suc- 
cessfully if he is to make a decent liv- 
ing, the surprising thing is not that the 
turnover among agents is so high but 
that it is ne higher than it is. For not 
only must he wear all these different 
hats but often must be a capitalist as 


well unless his general agent or com- 
pany takes care of all the financing. 

There is need for a functional study 
of how agents operate. Certainly it 
would be found that there are many 
agents for whom the present multi- 
function role works quite well. But it 
would almost certainly also be re- 
vealed that the typical agent spends an 
appalling amount of time in compara- 
tively low-paid types of activity. He 
offsets this by the fact that when he 
is doing what he does best—selling— 
he is engaged in very high-pay ac- 
tivity. But how much better off he and 
his agency and his company would be 
if he were able to spend all or nearly 
all of his time at what he does best. 

Many of the better agents realize 
this and have arranged their proce- 
dures, often after an early period of 
confusion and discouragement, so that 
most of the detail work is taken care of 
by a good secretary. But the very fact 
that he can effect such an arrangement 
means that such an agent has consid- 
erably more organizational ability and 
probably more working capital than 
the average. Without them he might 
have been just as good a salesman, 
perhaps even better, but might have 
drifted out of the business because of 
not knowing how to organize his time 
and delegate the detail work. A study 
of the sort referred to here would dis- 
close how agents work in their various 
roles. It would show how they dis- 
tribute their time and how much of it 
they are putting in on work that could 
probably be handled more efficiently 
by competent clerical help. 

There is no telling what interesting 
findings might come from such a 
study. It might be found, for example, 
that a general agent or manager could 
run a more efficient shop by having 
pre-approach telephoning, prospecting, 
approaching, and closing handled by 
experts in these various functions 
rather than by one agent doing the job 
from start to finish. Such a system 
would have the advantage of permit- 
ting the manager to exercise much 
better control over the relative 
amounts of time distributed to these 
different functions, rather than merely 
hoping that each of the individual 
agents would distribute his time on a 
sensible basis among his varied roles. 

An advantage of such an arrange- 
ment, at least in the early stages before 
it became generally adopted, would be 
that a man who was a specialist in 
some one phase, such as prospecting or 


closing, would not be likely to be at- 
tracted to some other agency where he 
would have to handle the entire range 
of functions, for which he probably 
would not feel himself fitted. But even 
if this assembly line procedure were 
to come into general use, it still prob- 
ably would have a deterrent effect on 
proselyting. For if a specialist were a 
member of a smoothly functioning 
team he would be likely to be aware of 
the value to him of his teammates’ 
work and would be more reluctant to 
switch to a new connection than under 
the present system, in which he would 
tend to feel he could move his entire 
operation as a self-contained unit. 

Not the least advantage of the plan 
described here would be its effective- 
ness in s ‘owing up inefficiency in the 
use of time. Under the present system 
it is altogether too easy for an agent 
to delude himself into believing that 
when he is shuffling prospect cards, 
mailing out calendars or handling other 
routine tasks he is doing an essential 
part of his work. But if he were freed 
from everything except selling it would 
be inescapably borne in on him that 
when he was not selling he was not do- 
ing his job. 

There would be of course those who 
would not care for this departmentali- 
zation of the distribution job and for 






















many agents doing well on the preser 
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PERSONAL SIDE OF THE BUSINESS 





Leland F. Lyons is one of three new 
field vice-presidents of New York Life 
whose promotions 
were reported last 
week. The others 
are G. Thomas 
McElwrath and V. 
V. Van Leuven. 
Mr. Lyons, form- 
erly assistant vice- 
president in charge 
of group sales, will 
head the north- 





eastern __ division. 
Robert S. Hussey, 
former Philadel- 


Leland F. Lyons 


phia manager, be- 
comes superintendent of agencies at 
the home office. 

Mr. Lyons joined New York Life as 
an agent at Albany, N. Y., in 1930, was 
made assistant manager in 1931, and 
six years later became manager of the 
northern New York branch. In 1940 
he was made manager at Binghamton, 
and in 1942 manager at Buffalo. He 
went to Boston in the same capacity in 
1944, two years later being named 
Philadelphia manager. He went to the 








The Paul Johnson agency of Fidelity 
Mutual Life at Cincinnati has moved 
to new quarters in the Southern Ohio 
Bank building there. 


home office a year ago. 

Mr. Hussey joined the company in 
1938 as an agent with the Maine 
branch. In 1946 he was made manager ! 
of the New Hampshire office, and two 
years later manager of the New Long 
Island branch, going to Philadelphia 
last year. 


Webb Follin, Jr., John Hancock Mu- 
tual Life, has been elected to the board 
of governors of Nashville Junior Cham- 
ber of Commerce. 


Walter W. Canner, president of the 
Hoey & Ellison agency of Equitable of 
Iowa in New York City, has been re- 
elected president of the Trinity College 
Alumni Assn. of New York. 


Ray B. Lucas, counsel for Kansas 
City Life, and O. R. Jackson, president 
of Postal Life & Casualty, have been 
named honorary colonels on the staff 
of Gov. Donnelly of Missouri. 


President John MacArthur of 
Bankers Life & Casualty of Chicago 
was presented with a colonel’s com- 
mission on the staff of Gov. Kennon of 
Louisiana while at Baton Rouge for a 
sales roundup. Also commissioned 
were H. Clyde Reeves, vice-president 
of that company, and Kenneth Ash of 
New Orleans, Louisiana state mana- 
ger. Addressing the convention, Com- 
missioner Martin of Louisiana, who is 




















AERATIONAL EERE. 
-LIFE INSURANCE EDITION 
a BLICATION OFFICE: 
5 W. Jackson Bivd., chlenee 4, Ill. 
taRC ULATION OFFIC 


420 E. Fourth St., C aor <a 2, Ohio 


Executive Editor: Levering Cartwright. 
Production Manager: Carl L. Wood. 


Teletype CG-654 
@® 











Howard J. Burridge, resident. 
Louis H. Martin, Vice-Pres, & Secretary 
John Z Herschede, Treasurer. 


420 E. Fourth St., Cincinnati 2. Ohio. 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 


9801. Carl E. Weatherly, Jr., Southeastern 
Manager. 

BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Wm. A. Scanlon, Vice- 
Pres. 


Jackson Blvd., Tel. 


CHICAGO 4, ILL.—175 W. 
Chicago Mer. 


Wabash 2-2704. O. E. Schwartz, 
A. J. Wheeler, Resident Manager. 
CINCINNATI 2, OHTO—420 DB. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 


Editor: Robert B. Mitchell 

Associate Editors: John C. Burridge, Charles 
Cc. Clarke and F. A. Post, 

Assistant Editors: Ellsworth A. Cordesman, 
William H. Faltysek and Warren Kayes. 
Director; George ©. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 


Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DES MOINES 12, IOWA—3333 Grand Avenue, 
Tel. 7-4677. R. J. Chapman, Resident Manager. 
DETROIT 26, MICH.—1102 Lafayette Bldg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman. 
Vice-Pres.; J. T. Curtin, Resident Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 
PITTSBURGH 22, PA.—503 Columbia Bldg. 
Tel. Court 1-2494. Jack Verde Stroup, Resi- 
dent Manager. 

SAN FRANCISCO 4, CAL.—507 Flatiron Bldg. 
Tel. Exbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 











uary 9, 19§#jauary 9, 1953 


LIFE INSURANCE EDITION 


ll 





nless they f 
noney or fi 


worked out j 






president of N.A.I.C., congratulated 
Bankers L. & C. for doing a “terrific” 
yolume of business in the state without 
complaint from the citizens. 


James L. Price, L. Mortimer Buckley 
agency of New England Mutual at 
Dallas, was presented a Distinguished 
Salesman’s award at the Dallas Sales 
Executives Club’s annual dinner. Mr. 
Price began selling insurance after a 
Jong and successful career in the auto- 


ee — N10 mobile business in Dallas. He qualified 
< for the MRDT for the second time last 
idely. Hu year at the age of 71, having qualified 
it seems previously in 1948. 
es Although he did not enter life insur 
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ces would bg continental Assurance. He is district 
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pose that recently. Before joining Continental, 
in having q} Mr. Wierengo had already had a full 
sales pr career with Standard Malleable Iron 
e should Co. of Muskegon Heights where he 
fi worked for 30 years, the last eight as 
st savings ident 
> Tf president. 
d by special. 
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accident New Year’s eve. He was en 
route to his home at Jackson from 
Lansing and alone in his auto which 
collided with another car at a farm 
house driveway. He is expected to re- 
turn to his office in a few days. 


Marion L. Shugart, agent for Con- 
necticut Mutual Life at Council Bluffs, 
Ia., has been named by Gov. Beardsley 
as a member of the Iowa development 
commission. Mr. Shugart, a former 
mayor and councilman, is a past pres- 
ident of Council Bluffs Life Under- 
writers Assn. 


Harry A. Chipman, former manager 
at Columbus, O., for Equitable Society, 
was married at Columbus to Miss 
Genevieve Taylor, referee in the juve- 
nile court. 


John A. Maginn, a district manager 
for General American Life at St. Louis, 
was injured seriously when he lost 
control of the automobile he was driv- 
ing on Pershing avenue and it crashed 
into a concrete post. He was admitted 
to the Starkloff Memorial hospital for 


treatment of head injuries and a frac- 
tured left ankle. 


Chairman Lewis W. Douglas of Mu- 
tual Life has been elected a director 
of Newsweek magazine. 


Walter J. Maginn, secretary and 
comptroller of Mutual Benefit H. & A. 
has been elected to membership in the 
Controllers Institute. 


Evelyn Shuler, who is celebrating 
her 10th anniversary as director of 
public information for Penn Mutual, 
has been elected eastern vice-president 
of American Public Relations Assn. 


DEATHS 


F. HAROLD GOUCHER, 55, who 
had been manager of the Halifax 
branch of Manufacturers Life since 
1930, died in the Victoria General hos- 
pital there. Mr. Goucher joined Man- 
ufacturers Life in 1919 on his return 
from overseas after the first world 
war. In 1930 he succeeded his father, 
the late O. P. Goucher, as manager of 
the Halifax branch. 


AUSTEVE P. PHILLIPS, 80, a direc- 
tor of Gulf Life and a brother of E. L. 
Phillips, president of that company, 
died at his home at Atlanta. 


ROLAND M. HILLMAN, 58, division 
head in the controller’s department of 
New York Life, died at his home in 
Scarsdale. He joined the company as a 
clerk in Springfield, Mass. when he 
was 18. 


MRS. WALKER BUCKNER, widow 
of the executive vice-president of New 
York Life, died at her home in New 
York City. 


OSCAR M. CURB, 65, assistant vice- 
president of American National, died 
at an infirmary at Galveston, Tex. He 
had been with American National 38 
years. 


MRS. E. A. ROBERTS, 55, wife of 
the president of Fidelity Mutual Life, 
died at Hahnemann hospital, Philadel- 
phia, after a brief illness. Mrs. Roberts 
the former Adair McRae, was a past 
president and board member of the 











International Institute in Philadelphia 
and served as president of the institute 
in St. Paul before the Robertses moved 
to Philadelphia when Mr. Roberts be- 
came president of Fidelity Mutual. For 
many years she worked with her hus- 
band as past president of the national 
organization of Community Chests and 
Councils. Mr. Roberts is president of 
the United Defense Fund of Philadel- 
phia, a job she shared. Mrs. Roberts 
studied music and obtained a certifi- 
cate in music at the Fontainbleau Con- 
servatory in France. She was soloist 
with the Minneapolis Symphony Or- 
chestra when Eugene Ormandy was its 
conductor. 


CLIFTON RATLIFF, who was for- 
merly Oklahoma state manager for the 
old Reserve Loan Life, died at Ray- 
mond, Miss., at the age of 76. — 


ALFRED C. NEWELL, former gen- 
eral agent at Atlanta for Columbian 
National Life, died there at 81. Mr. 
Newell, who retired several years ago, 
was a former president of Atlanta Life 
Underwriters Assn. He had been an in- 
valid for some time. 


OBSERVATIONS 








Portrait of H. Ladd Plumley, presi- 
dent of State Mutual Life, painted by 
the internationally known artist Al- 
fred Jonniaux. It was unveiled for 
company directors and other invited 
guests at a special ceremony and is to 
be hung in the directors room of the 
home office along with former presi- 
dents of State Mutual. 








5 Million Under SS 


Between the first of the year and 
the March 15 income tax deadline, 
some 5 million business men and wom- 
en will go on record as being insured 
under social security, according to 
Thomas M. Galbreath, social security 
manager at Chicago. 

Schedule C of the income tax return 
will report net income from self-em- 
ployment for old age and survivors 
insurance for the second time since 
self-employed people became covered 
under social security. 

Business people self-employed this 
year and last will acquire insurance 
protection for their families in event 
of death. Additional work will be nec- 
essary to qualify for retirement bene- 
fits, however, unless the individual 
was born before July 1, 1890. 

Since future benefits are based on 
reports of 1952-51, it is important, Mr. 
Galbreath emphasizes, that the tax re- 
turn be correct and complete. It should 
include the individual’s name, social 





security number, a clear description of 
the nature of the business, and net 
income. Rentals, stock dividends, in- 
terest on bonds, and capital gains are 
generally not to be included. 

If the self-employed is of a profes- 
sion excluded from social security, the 
net income from the profession is not 
reported. However, income from an- 
other business should be reported. 





Linton Gives OASI Explanation 


The baffling problem of trying to get 
the public to understand the difference 
between social security retirement 
benefits and those provided by an in- 
surance-contract was tackled the other 
day by President M. Albert Linton of 
Provident Mutual. Coming to the aid 
of a New York Herald Tribune reader 
who had written to the editor, Mr. 
Linton wrote a letter which was 
printed in that paper, explaining that 
in essence the old age part of the 


OASI system is a plan by which those 
(CONTINUED ON PAGE 19) 
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NEWS OF COMPANY MEN 





Union Mutual Elects Russ, 


Anderson Vice-Presidents 


Robert C. Russ, who is now agency 
vice-president, has been named vice- 
president of Union Mutual Life in 
charge of group and employe benefit 
sales. Kenneth L. Anderson, formerly 
senior consultant of L.I.A.M.A., has 
been elected vice-president and mana- 
ger of agencies. Both appointments are 
effective Feb. 15. 

Mr. Russ, with Union Mutual for six 
years, joined the company as assistant 
manager of its group department in 
December, 1946, following his dis- 
charge from the navy. He entered the 





Robert C. Russ Kenneth L. Anderson 


insurance business with Travelers. La- 
ter he was with Connecticut General. 
Prior to entering the service he had 
been with the group department of 
John Hancock. 

He was appointed assistant director 
of agencies for Union Mutual in 1947, 
and became director of agencies in 
1949. He was named as agency vice- 
president in 1950. 








DIRECT CONTRACT opportunities in 
Indiana, Ohio, lowa, Kentucky, Missouri, 


Arkansas and Mississippi. A complete 
line of: 

e ACCIDENT 

e SICKNESS 


L I F E e HOSPITALIZATION 


Your reply held confidential. Write to: 
J. DeWitt Mills, Supt. of Agents 


MUTUAL SAVINGS 


, Snburance Lompany- 


$701 WATERMAN $T. LOUIS 12, MO. 














Mr. Anderson entered the business in 
1935 with the Lewis C. Sprague agency 
of Provident Mutual in New York City. 
In 1938 he was appointed agency su- 
pervisor, and in 1941 was promoted to 
assistant general agent, the position he 
held at the time he joined L.I.A.M.A. 
in 1949. 

Mr. Anderson served with the army 
air corps. He is a well-known speaker 
on life insurance subjects. He is staff 
representative on L.I.A.M.A.’s_ large 
companies committee and on the insti- 
tutional advisory council on life un- 
derwriter education and training, and 
is also a regular member of the teach- 
ing staff of the schools in agency man- 
agement. 


Frisbie, McQueen Advanced 


by Massachusetts Mutual 


Massachusetts Mutual Life has ad- 
vanced Henry H. Frisbie, underwriter, 
to assistant underwriting secretary, and 
Carroll G. McQueen, agency assistant, 
to assistant director of agency costs. 

Mr. Frisbie joined the calculating de- 





Carrol G. McQueen 


Henry H. Frisbie 


partment in 1931, and entered Louisi- 
ana State University in 1933. He re- 
joined the company in the underwrit- 
ing department in 1937, and became an 
underwriter in 1948. He is a veteran. 

Mr. McQueen went with the auditing 
department in 1930, and transferred to 
the agency record department in 1938. 
He was appointed agency assistant in 
1948. He also is a veteran. 





Three Named to New Posts 
at Republic National 


Republic National Life elected two 
new directors, E. H. Wagner and Rex 
Beasley, and Rob- 
ert P. Brady was 
appointed assist- 
ant secretary and 
actuary of the re- 
insurance division. 

Mr. Wagner is 
presently adminis- 
trative vice-presi- 
dent and actuary. 
He was actuary of 
Alliance Life for 
10 years before it 
was reinsured by 
Republic National 
in 1949, when he joined Republic. 

A member of the Actuaries Club of 
the Southwest, he received his Ph.D 
from the University of Michigan, 
where he at one time taught mathe- 
matics. 

Mr. Beasley, who is President Theo. 
P. Beasley’s son, first went with Re- 
public National Life seven years ago, 
working in the accounting, agency, 
public relations and advertising de- 


R. P. Brady 


partments, and for the past three years 
has been connected with the invest- 
ment department. 

Mr. Brady, who has for the past 
six years been an associate in the con- 





Rex Beasley 


sulting actuarial firm of Haight, Davis 
and Haight, graduated from St. Thom- 
as College, St. Paul, Minnesota, in 
1943 with a B. S. in mathematics. 

He is a member of the Insurance 
Institute of Nebraska and served in 
the navy during the last war. 


E. H. Wagner 





Mutual Benefit Raises 
Ward to Vice-President 


Mutual Benefit Life has advanced 
William F. Ward, 2nd vice-president 
since last July, to 
vice-president for 
the department of 
issue. 

Mr. Ward joined 
the mathematical 
department in 
1933, later rising to 
associate mathe- 
matician. 

He is chairman 
of the company’s 
committee on em- 
ploye benefits, and 
a member of the 
committee on retirement plans and 
training. 

He is a fellow of Society of Actu- 
aries, and chairman of Actuaries Club 
of New York City. 





William F. Ward 





Goode Loyal Protective's 


Sales Promotion Chief 


W. R. Goode has joined Loyal Pro- 
tective Life as director of sales pro- 
motion, and will 
also have charge 
of advertising 
and sales promo- 
tion. He has been 
active in that 
field since 1926. 
He joined Mutual 
Trust Life in 
1929 and was 
transferred to the 
agency depart- 
ment in 1935 as 
director of field 
service. 

In 1945 he joined Provident Life & 
Accident as advertising and sales pro- 
motion manager but for family reasons 
returned to Chicago in the spring of 
1951 to handle the advertising and 
promotional work of United of that 
city. 

He has long been active in Life Ad- 
vertisers Assn. serving as secretary of 
the Southern Round Table in 1949 
and vice-chairman in 1950. 





W. R. Goode 





R. L. Block Elected V.-P. 


of No. American Accident 


Robert L. Block has been elected 
vice-president of North American Ac- 
cident of Chicago. He will be active in 












the investment department. ope 

Mr. Block was formerly in the Chi. m 
cago office of Harris, Upham Co. 
New York, and for three years h 
been investment counselor for No 
American. He graduated from Iow,; 
State University in 1922, and from th 
university’s law school in 1924. Fol 
lowing that he practiced law for eight 
years at Davenport. 


O. M. Wilhelm Promoted 


Oliver M. Wilhelm, field supervisor pan 
for Phoenix Mutual Life, has been pro. gaine 





moted to _ field 
manager with 
headquarters at 


the home office. A 
veteran of the last 
war, Mr. Wilhelm 
joined the Roches- 
ter agency of Phoe- 
nix Mutual in 1947. 
He was appointed 
an executive field 
underwriter, and 
in 1950 was selec- 
ted for the com- aft 

pany’s supervisor come 
training class. He then went to the® Chey 
company’s Philadelphia and Buffalo} ful L 
agencies. will 





0. M. Wilhelm 























capit 
Swenson to Pyramid Life ga 

Norman V. Swenson, assistant life) -an 
actuary for the North Carolina depart-} yep, 
ment for two years, has resigned to be-| serve 
come assistant secretary of Pyramid) presi 
Life of Charlotte. direc 

Life. 
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Great-West Life Writes state 
11% More Business in ‘52 ) ualty 

Great-West Life new business in 1952 | 1 es 
totalled $327 million, an increase of | 
11% over 1951. Contributing to this | 
total were the December results of | Cre 
$21,600,000. The company’s total bus- 
iness in force, which had passed the Ad 
$2 billion mark in June, reached Cr 
$2,131,000,000 at the end of the year.; ann 
This represents a gain of $240 million | and 
for the year. bene 

For the 15th consecutive year, the } tirer 
Earl M. Schwemm agency, Chicago, } cont 
led all Great-West branches, having ™ sion 
marked its 102nd consecutive $1 mil- | sura 
lion month by year-end, and recorded | efit : 
total new business for 1952 of $25,- § cash 
400,000. cash 

mon 
Minnesota Mutual Reports al 
1952 Best Year in History ium 

Minnesota Mutual Life reports more a 
than $100,269,000 of new ordinary paid cura 
business for 1952, the largest year in pe 
the company’s history. The best pre- en 
vious year was 1947 when $92,766,824 
was paid for. 

Total new paid business for 1952, | Bec 
including group, amounts to over $161,- qT 
000,000, new December business being Yor] 
$424,633,000 in 1953. The company’s tear 
insurance in force is expected to sur- and 
pass the billion dollar mark. of DN 

a re 
Final OK to Pru Minn. Deal In 

MINNEAPOLIS—With only one dis- | lion 
senting vote, the city council of Min- | ‘tes 
neapolis has given final approval for } V@U 
construction of a $6 million Prudential | © 
regional home office building here. mist 

A change in zoning was approved to stoc 
permit the building. The district court | lion 
previously had approved the sale of the Jace 
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ent : 

i _fproperty and unless there is an appeal 
rly in the Chi m this to the supreme court the pro- 
Upham Co. oft will go through. 


ree years h 
lor for No 


ed from IowdGuarantee Mutual Life 


Pregctoings as 1952 Record Gains 


in 1924. Fol 
law for eigh} December paid life insurance in 
Guarantee Mutual Life exceeded the 
‘same month of 1951 by 55.6%, bringing 
noted inew business for the year up to 19.2% 
in excess of new life business for 1951. 
eld supervisor) 4jso during December, A. & S. sales 
has been proj .ained 115.8% over December, 1951 
and for the year a gain of 60%. 

The Carl M. Leonard Tulsa agency, 
led for December and the Anthony 
Novara Detroit agency was the highest 
producer for 1952, while Joseph A. 
Tripoli of the same agency led in paid 
volume. 




























Old Faithful Life of Wyo. 
Soon to Offer Stock 


An offering is to be made shortly 
: after Jan. 10 of 100,000 shares of the 
+ a. Wine company that is being organized at 
went to the) Cheyenne, Wyo., known as Old Faith- 
and Buffalo? ful Life. The par value is $2 and stock 
will be sold at $5 to provide $200,000 
capital and $300,000 net surplus. The 
authorized capital is 250,000 shares. 

Don Correll, one of the organizers, 
ran the general agency at Kearney, 
Neb., for three years for American Re- 






1 Life 


issistant life 
lina depart- 














signed to be-| serve Life, later was assistant to the 

of Pyramid president of that company, then was 
director of agencies of Eagles National 
Life. He is past president of Central 

Nebraska Assn. of Life Underwriters 

S and graduated in the 1950 school of 

f ‘agency management at _ Colorado 
Springs. 

Another organizer is Robert H. 
| * Johnson, who was formerly California 
es _ state manager for Continental Cas- 
1 ‘52 _ualty. Donald M. Starnes, another or- 
ness in 1952 ; ganizer, is a prominent attorney of 
increase of | peane. 
ing to this | a 

results of | Crown Cuts Annuity Rates, 
total bus- . 
passed the Adds Insurance Benefit 
>, Yreached Crown Life has reduced its rates for 
' the year./ annual premium retirement annuities 
240 million | and has added a guaranteed insurance 
benefit which may be attached to re- 
year, the tirement annuity contracts when such 
Chicago, | contracts are issued as part of a pen- 
2s, having # sion trust plan. The addition of the in- 
e $1 mil- | surance benefit increases the death ben- 
1 recorded | efit from a return of premiums (or the 
» of $25,- § cash value if greater) to $1,000 (or the 
cash value if greater) for each $10 of 
monthly life income guaranteed for 
sorts 10 years provided by the retirement 
annuity at the maturity date. Prem- 
ry iums for the benefit are payable only 
for the period during which the benefit 
— more ' is effective. The separation of the in- 
ypaid) . Z 
t year in surance benefit is also planned to make 
best pre- It convenient to allocate cost between 
2, 766,824 the employer and the emplove. 
for 1952, | Begin N. Y. Life Examination 
ni $161,- Thirty-two examiners from the New 
ss being York d h b : 
mpany’s or! epartment . ave egun counting 
| te sume more than $314 billion worth of bonds 
and stocks in the subterranean vaults 
of New York Life as the first step in 
eal a regular triennial examination. 
ea In the process of tabulating the mil- 
one dis- lion dollar bundles of negotiable secur- 
of Min- | ities brought to them from the inner 
oval for vaults, the examiners will also have 
udential counted some three million shares of 
ore, miscellaneous preferred and common 
-oved to stocks valued at more than $200 mil- 
ct court lion. They will then move to an ad- 
le of the jacent vault and begin analyzing more 








than $1% billion worth of mortgage 
loans. 

A team of about 35 state examiners, 
including three actuaries under the di- 
rection of Associate Examiner John D. 
Byrne, will take space in New York 
Life’s home office, until the examina- 
tion, usually a year long, is completed. 
About 20 examiners will be engaged 
throughout the entire period. 





Dixie L. & A. in New Home 


Dixie Life & Accident has now 
moved into new home office quarters 
at 1301 Scott street, Little Rock. This 
is the old home of former Attorney 
General George W. Murphy. Remodel- 
ing of the place is still under way. 





In New Houston Building 

Southern States Life has moved into 
its new building at 3400 Montrose, 
Houston, Tex., a structure offering 
40,000 feet of floor space. Exterior of 
the new building is of colorosa marble 
and Texas limestone, and mahogany 
paneling has been installed in halls 
and executive offices. 

The floor plan of the two-story build- 


ing was designed by L. E. Cowling, 
president, and his two sons, R. E. Cowl- 
ing and R. L. Cowling, vice-presidents. 
The new office structure contains a 
coffee bar, lounge, inter-communica- 
tion system and piped-in music. It is 
air-conditioned throughout. 





Franklin Ups Dividend 


Franklin Life has declared a divi- 
dend of 70 cents a share payable Jan. 
21 to stock of record Jan. 10. The divi- 
dends have been paid semi-annually 
and the last disbursement was 45 cents. 








Offers Evening Sales Courses 


Dr. James F. Bender will present 
two courses at Columbia University’s 
evening short course program begin- 
ning Feb. 9 at Rockefeller Center in 
New York City. The first, a clinic for 
sales managers, will deal with selling 
success techniques to a sales staff. The 
second, for working salesmen, will deal 
with the development and delivery of 
a sales talk. Registration for the cour- 
es, by mail or at the university office, 
begins Jan. 19. 


Bragg Not Quitting 
Guardian Life Post 


NEW YORK—An erroneous headline 
in last week’s issue made it appear that 
James Elton Bragg, general agent in 
New York City for Guardian Life since 
1933, was leaving the company and 
that Channing Davis, associate mana- 
ger of the agency, was becoming man- 
ager. 

e e e 


Mr. Bragg, a recognized authority in 
the pension planning field, will con- 
tinue as a general agent for Guardian, 
but as stated in the news article, is 
relinquishing agency building and su- 
pervisory responsibilities in order to 
concentrate on the development of 
pension consultation service. The agen- 
cy will continue to be in Guardian’s 
home office building, but in new quar- 
ters. The full-time organization under 
Mr. Bragg’s supervison will continue 
in the present quarters pending ap- 
pointment of a new manager. 

The new agency which Mr. Davis 
heads is at 165 Broadway. 
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Like Life Insurance selling-- 
It takes both 





One half is a complete line of life insurance plans designed to fit every need 
. .. the other is an agency contract which turns the resulting sales into a 


The Provident Life Producer is provided with both of these vital halves from 
the first day of his selling career. 


Most of his sales plans are already programmed in a clearly presented pack- 
age — each designed to meet a specific need. His agency contract provides 
an income to meet both his present and future financial requirements — a 
liberal scale of first-year commissions, nine renewals, service fees, a persistency 
bonus, group insurance, and a non-contributory pension plan. 
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LIFE AGENCY CHANGES 





Equitable Society 


Names 3 Managers 


Equitable Society has appointed 
three new agency managers. They are 
George W. Holt 
jin Newark, Saul 
Zausmer, in the 
newly - established 
Paterson, N. J., 
agency, and C. 
Francis Barton, Jr., 

in Springfield, 
Mass. 

Mr. Holt was 
unit manager in 
Detroit. In the first 
11 months after he 
organized it, Mr. 
Holt’s unit had an 
1l-month production of $6 million. In 
1951 his unit was 10th on the national 
honor role. 

Mr. Zausmer, an air force veteran, 
organized a unit in the Newark agency 


WANT ADS 


Rates $15 per inch per insertion—1 inch mini- 
mum. Limit—40 words per inch. Deadline Tues- 





George W. Holt 








day morning in office—175 W. Jack- 
9 and. individuals ads are requested 
o make 


ferment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 





LIFE INSURANCE 
MANAGER WANTED 


A rapidly expanding Southern life in- 
surance company will consider applica- 
tions from proven Ordinary producers to 
manage its Atlanta, Georgia branch of- 
fice. Give details in first letter of in- 
surance experience and production rec- 
ord. Inquiries will be treated with con- 
fidence. This is an excellent opportunity 
for the right person to immediately step 
into management. Address P-49, The 
National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Ill. 








ACTUARY WANTED 


Established legal reserve life and acci- 
dent & health company, moderate size, 
located adjacent to New York City, seek- 
ing man having practical company ex- 
perience with some emphasis on accident 
and health. Not necessarily a Fellow of 
the Society. Good future. Write stating 

ualifications, etc. Replies held in con- 

dence. Address P-33, The National Un- 
derwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








ASSISTANT ACTUARY 


Wanted by rapidly-growing medium-sized com- 
pany in large eastern city. Must be an Associ- 
ate of the Society and continuing with examina- 
tions. Salary $8,500. Reply to Box P-45, The 
National Underwriter, 175 W. Jackson Blvd. 
Chicago 4, Ili. 








WANTED 


Insurance Accountant and Office Manager for 
a small Insurance Company in the middle west. 
Should know Industrial Insurance. Salary open. 
Address P-46, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








Wanted: Experienced Accountant 
By Fraternal organization. Qualifications: five 
- a ahaa = 7 a pan ma 
: nerd’ ing; 
Lutheran church offiliation’ Be able to — 
Ineurance accounting Wan on own_In' 
tive. Address: P-40, National Underwriter, 
W. Jackson Bivd., Chicago 4, Illinois. 














in 1946. It produced more than $2 mil- 
lion in 1952. 

Mr. Barton’s unit in the Wilmington, 
Del., agency produced $3 million in 





Saul Zausmer C. Francis Barton, Jr. 


ordinary and $2 million in group in 
1952. He is a navy veteran. 


Smith Heads New Manhattan 
General Agency at Chicago 


Manhattan Life has named Frederick 
L. Smith general agent for the new 
agency at 120 
South La Salle 
street, Chicago. 

Mr. Smith en- 
tered the business 
there with John 
Hancock Mutual 
Life in 1939, and 
became assistant 
district manager in 
1941. 

He went with 
Occidental of Cali- 
fornia as assistant 
branch manager in 
1947, and transferred to Davenport, 
Ia., as branch manager in 1951. Later 
the same year he returned to Chicago 
as home office brokerage representa- 
tive for the midwest. He is a navy vet- 
eran. 








Frederick 


L. Smith 





Bankers Life of lowa Names 


Bjorklund at Minneapolis 


Bankers Life of Iowa has appointed 
Robert J. Bjorklund manager at Min- 
neapolis. He has 
been with the 
agency since en- 
tering the business 
in 1947. 

Mr. Bjorklund is 
a graduate of Uni- 
versity of Minne- 
sota where he was 
co-captain of the 
university’s 1940 
western confer- 
ence basketball 
champions. He lat- 
er played center 
for the professional basketball Phila- 
delphia Eagles. 

Mr. Bjorklund succeeds Robert E. 
Shay, who was recently appointed 
superintendent of agencies. 





Robert J. Bjorklund 





Hyde Leaves Penn Mutual, 


Tonnessen Is Successor 


Ben Hyde, general manager of Penn 
Mutual Life’s New York premium col- 
lection office has retired on the advice 
of his physician. He is succeeded by 
Erling Tonnessen. 

Mr. Hyde joined the company in 1918 
and served as assistant general agent, 
general agent in New York City for 28 
years and since 1951 as general man- 


ager of the New York premium col- 
lection office. 

Mr. Tonnessen has been with the 
offiice for 18 years, three of which he 
served as assistant manager. 





Two Partnerships Result 


In New Aetna Agencies 


Several changes in the general agen- 
cies of Aetna Life have been announc- 
ed. 
At New Haven, General Agent G. 
Albert Lawton has taken his associate 
general agent, Leslie R. York, into part- 
nership. The new general agency will 
be known as Lawton & York. 

At Washington Paul D. Sleeper has 
taken his associate general agent, Jos- 
eph F. Euler, into partnership, the new 
general agency to be known as Sleeper 
& Euler. 

Mr. Sleeper has left the Sleeper 
agency at Richmond, Va., and a new 
agency, the James H. Neill & Company 
general agency, has been established 
there. The agency will be headed by 
Mr. Neill, who has been in charge of the 
Richmond office since 1945. 

Mr. Sleeper will retain a financial 
interest in the Richmond agency and 
full responsibility for its management 
will be held by Mr. Neill. 


Southland Moves Mabry 


to Houston Territory 


T. Jay Mabry has been made a field 
assistant for Southland Life. 

Mr. Mabry, who formerly repre- 
sented Southland at Seguin, will make 
his home in Houston and assist the 
Houston territory agency manager, 
D. G. Liggett, in supervisory and edu- 
cational training work. He went with 
Southland in 1951 and for 17 years 
prior to that was with the state de- 
partment of public welfare. He served 
as field representative for that organ- 
ization at Seguin and as area super- 
visor at Laredo. 








Trenouth Retires After 35 
Years With Canada Life 


Following 35 years continuous asso- 
ciation with Canada Life agency or- 
ganizations, R. J. Trenouth, Toronto 
City branch manager, has retired. In 
1917 he went with the company as the 
first full time member of that branch, 
and in 1922 opened a branch at Wind- 
sor, Ont. 

After laying a firm foundation for 
that branch, Mr. Trenouth transferred 
to the home office where he succes- 
sively held posts as western supervi- 
sor, assistant superintendent, and su- 
perintendent. In 1942 he returned as 
manager of the branch where he 
started as a representative 25 years 
previously. 





Names Donohue at Baltimore 


John C. Donohue has been appointed 
associate general agent of Penn Mutual 
Life’s F. Bowie Addison agency of 
Baltimore. 

Mr. Donohue served with the navy. 
A life underwriter since 1938, he is 
president of Baltimore Assn. of Life 
Underwriters, and a member of the 
committee on associations of National 
Assn. of Life Underwr#ters. 





Jack King, Bankers Life of Iowa, 
Madison, Wis., has been appointed su- 
pervisor of the C. W. Tomlinson agency 
there to succeed Ray J. Dean who has 
been transferred to Spokane, Wash. 





Agency Men Advanced 
At Volunteer State Life 


Volunteer State Life has promote; 


Januar 


four members of its agency organiza). —_— 


tion. 

Edward O. Zander is now manag 
at Chattanooga. He replaces Joe W 
Davis, who held this position for # 
number of years and will now devote 







Ohio 5 
Convé 


Any | 


full time to personal production; Nor. tection | 


man B. Cotter has been promoted 


contract 


state manager for North Carolina q stands 


Robert F. Hopper and J. B. Jett become . 


home office field supervisors. 





Mr. Zander was formerly with Kan.) ; 


sas City Life for 27 years and for the 


past two years has been an : 


regional superintendent of agents. He 
will now head the company’s larges 
agency. 


Mr. Cotter went with Volunteer in} ; 


1950, and in his first year in the busin. 
ess was among the company leaders, 
He was promoted to home office super. 
visor in 1952 and since that time has 
received training and experience in re. 
cruiting and supervising new fieldmen. 
He has taken the advance course in in- 
surance marketing at Southern Metho- 
dist University. 

Mr. Hopper entered life insurance 
with Volunteer in 1949 in a home office 
capacity and in 1952 joined the Chat- 
tanooga agency as an agent 

Mr. Jett also entered the business in 
1950, at the Chattanooga agency. Since 
that time he has qualified for many top 
honors. 


Combined Offices Opened 


Three Elkhart (Ind.) representatives 
of Equitable Society, Harold C. Pribble 
and James T. Searcy, special agents, 
and Gerald F. Lambdin, field repre- 
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sentative, have opened combined of- 
fices in that city. Mr. Pribble has been | 
with Equitable since 1939, Mr. Lamb- | 
din for eight years and Mr. Searcy for 
one year. 








H. Clay Evans Johnson, president of 
Interstate Life & Accident, has been 
elected vice-president of Chattanooga 
Chamber of Commerce. William S. 
Keese, Jr., local agent, and Roy Mc- 
Donald, president of Tennessee Hos- 
pital Service Assn., were elected di- 
rectors. 

















Our leading producers have 
again reminded us that Fidel. 
ity Life scores high in: 


V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
Vv Claim Service 

Vv Incentive Plans 


FIDELITY LIFE 


ASSOCIATION 
Home Office - Fulton, Illinots 
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POLICIES 


Ohio State Life Policy 


Conversion Rules Given 


Any Ohio State Life mortgage pro- 
tection or family income supplemental 





‘contract issued after Jan. 1, 1948, on 
'a standard basis may now be converted 


as of attained age prior to the fifth an- 
niversary date, subject to the follow- 
ing rules: 

Conversion must be made prior to 


‘disability of insured; conversion may 


be made to either a life or endowment, 
ordinary life, or a preferred risk poli- 
cy, or a policy of a kind or amount not 
issued at the insured’s attained age, 
nearest birthday, on the date as of 
which the exchange is made, or a poli- 
cy having premiums payable for less 
than 10 years after the date as of which 
the exchange is made) ; amount of term 
insurance that may be converted shall 
not exceed the amount payable under 
the mortgage protection or family in- 
come supplemental contract in the 
event of death or exchange but not less 
than $1,000; conversion will not be 
made to any plan of insurance where 
the minimum amount issued under 
such plan is more than the amount of 
term insurance to be converted; the life 
or endowment policy will be issued 


' and dated as of the date on which the 


exchange is made and will be on the 
policy form then being issued at a 
premium rate according to the rate 
then being used for the then attained 
age of the insured, nearest birthday, 
for the kind of life or endowment poli- 
cy issued in exchange for the term in- 
surance. 





Ups Intermediate Limits 


Prudential now offers intermediate 
ordinary limits at ages 30-60 up to 


' $5,000, exluding paid-up and extended 


insurance. However. not more than 
$3,000 will be issued on any one life 
within a two-year period. The company 
emphasized that this type of insurance 
will be sold only to properly qualified 
persons and should not be written on 
prospects for regular ordinary insur- 
ance. 


| New Bankers, Iowa, Policy 


Bankers life of Iowa now has a mul- 
tiple-five life paid-up at age 65 policy 
which provides $1,000 insurance to age 
21 increasing automatically to $5,000 
at age 21, with premiums level to age 
65. Options available at age 65 are: 
participating paid-up life policy of 
$5,350; retirement life income of $25 
monthly (females $22.10), 10 year cer- 
tain; or cash of $4,140, which may be 
applied under any one of the regular 
settlement options. 





Eastern Life has issued a new rate 





Clarksville, Tenn., and B. P. Davis, 
district manager at Chattanooga, have 
switched districts, while the Lake City 
(Fla.) district has been consolidated 
with the Jacksonville and Gainesville 
districts. 


Midwest Life to Erect 
$225,000 Office Building 


Construction is expected to start be- 
fore March 1 on the new office build- 
ing for Midwest Life at Lincoln, Neb. 
The $225,000, 2% story structure will 
be modeled after the state capitol 
building and will have 27,000 square 
feet of floor space. 

Exterior will be of Indiana lime- 
stone decorated with mahogany-col- 
ored granite. Designed to permit 
growth of the company to double its 
present size, the building will contain 
main offices, private offices, bookkeep- 
ing space, an auditorium accommodat- 
ing 150 persons, main dining room, a 
directors’ dining room and an air con- 
ditioning and heating plant. 

Other features include ample park- 
ing space and landscaped grounds. 





ASSOCIATIONS 





Nussbaum Caravan Speaker 

A. Jack Nussbaum, Massachusetts 
Mutual, Milwaukee, will speak on 
“Write Your Own Ticket” on the panel 
of the caravan sales congress of Indi- 
ana Assn. of Life Underwriters. James 
Bettis, general agent for Berkshire Life 
at Indianapolis, is caravan chairman. 
Mr. Nussbaum is a life member of the 
Million Dollar Round Table and cur- 
rently serving his second term as trus- 
tee of National Assn. of Life Under- 
writers. 

Carl Ernst, North American Life & 
Casualty, Minneapolis, will speak on 
selling A.&S. insurance, as was an- 
nounced in an earlier issue of THE 
NATIONAL UNDERWRITER. 


Rosser to Speak in Newark 
NEWARK—Mitchell M._ Rosser, 
Phoenix Mutual, Boston, will address 
the Northern New Jersey Life Under- 
writers Assn.’s luncheon meeting at 


the Robert Treat hotel, Newark, Jan. 
15. His topic will be “Let’s Sell the 
Business”. Mr. Rosser is a trustee of 
the National Assn. of Life Underwri- 
ters and chairman of its membership 
committee. 





Muncie, Ind.—Ralph Stewart, Ohio State 
Life, was elected president to replace John W. 
Mosbaugh of Western & Southern Life, who 
has been transferred to Indianapolis. Clell W. 
Douglas was named to fill Mr. Stewart’s place 
on the board, Guest speaker at the next meet- 
ing will be Hal St. Clair, editor of the Dia- 
mond Life Bulletin. 

Washington—The regular luncheon meeting 
of the District of Columbia association will be 
held at National Press Club Jan. 22. Mean- 
while, the Silver Spring, Md., branch will hold 
a breakfast meeting Jan. 14, to be addressed 
by Fred Wunderlich, vice-president and super- 
intendent of agencies of Baltimore Life. His 
subject “Management is Working for You.” 

Vincennes, Ind.—Harold E. Schottle, presi- 
dent of United Home Life, spoke before the 
Wabash Valley association on ‘Success in Life 
Insurance Selling.” He is the top producer in 
his company as well as president and is a 
member of the Million Dollar Round Table. 

Green Bay, Wis.—The Northeastern Wiscon- 
sin association has elected Raymond Pacque 
president; William Juranitch secretary, and 
Raymond Pankhurst treasurer. The association 
gave a Christmas party for residents of the 
Brown County Home for Aged. 
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of these benefits have been 
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To thousands of members, Modern Woodmen of 
e America stands as a symbol of integrity and service. 
Throughout its seventy-year history, Modern Wood- 
men has provided, in addition to modern life insur- 
ance protection, many “extra” benefits at xo additional cost. 
“in tune with the times.” 









All 
Especially out- 


standing, in view of the rising polio incidence, is the Polio-Protec- 


tion Plus. 


pledged to keeping its services 
with tomorrow,” 
bers’ varied insurance needs. 


HOME OFFICE 


ROCK ISLAND, ILLINOIS 





This gives Modern Woodmen Bene- , | 
ficial members immediate payment of $250 if 
polio strikes; an additional payment of 
$250 if the attack results in crippling after- 
effects or death. Modern Woodmen is 

“in tune 
abreast of its mem- 


MODERN 
WOODMEN 
OF AMERICA 





¢) ‘FACTS TO 

REMEMBER ABOUT 
MODERN WOODMEN 
1 


of faithful service to insureds and bene- 
ficiaries. 


2° More than $768,000,000 has been paid in 
benefits. 


3 Our sonst of prompt payment is un- 
surpass 
4 


5 


vestment portfolio. 


Twenty-five Modern Woodmen certificate 
forms are issued . 








ber of the family ‘from birth to age 60. 


6 Those insured in Modern Woodm 
matically 
at no extra cost. 

(ATTRACTIVE CONTRACTS AND CHOICE 
TERRITORY FOR AGENTS) 








book with reduced rates. All policies ‘e- 


are non-participating. 








Life of Georgia Changes 


Life of Georgia has transferred 
Chester D. Bell, district manager at 
Demopolis, Ala., to Selma, Ga., suc- 
ceeding J. B. Solomon, who retires 
after 36 years with the company. 

In another transfer, J. Sam Jowers, 
district manager at Birmingham, has 
moved to Knoxville, replacing Henry 


P. Woodall, who returns to personal 
production. 
J. L. Nolan, district manager at 
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AVENUE 


Discover, 


Compare 


for complete 


Address the Field Dept. 


WHEN YOU HAVE 
MORE TO OFFER! 


for yourself, the many extra benefits 


offered in all forms of The Maccabees insur- 
ance programs. All types of life protection, 
including juvenile, are available as well as 
liberal hospital-medical and surgical plans. 


these programs and their many 


plus features with any other on the market. 
You will find great financial and personal 
satisfaction in representing one of America’s 
foremost Fraternal Benefit Societies. 





information. 
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Modern Woodmen has a seventy-year record 





Assets exceed $170,000,000 in a strong in- 


- we insure every mem- 


receive THE POLIO- PROTECTION 
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Sales Ideas That Work; 


sent at the rate of one a week for fow 22% 
weeks prior to a note to call an indi- pold 
vidual. A full-time secretary is essen. 
tial to this type of operation. He a 








cold canvass calls a day; eight to 10 
telephone conversations with prospects 
previously talked to cold, attempting 
to stimulate current interest in life in- 


Six Hours a Day on Phone Pave Way to 
Million-Plus Production for Young Agent 


















































surance; three appointments in the of- employs part-time help for mailings) pold 
NEW YORK-—Six hours a da a ales ilies eiboaline a atiiaien ich ot fice a day; periodic and systematic He finds the Northwestern’s Audobor) $10, 
eee ae y On Vital. U 7OLV wa Of mailings; 15 minutes to half an hour a calendars to be of considerable val Be 
the telephone is an nag Hagen part of the ratio of cases one to cases closed. day with the company’s sales builder and they are a “must” on the maili “ares 
the production system by which Al- Ahead of that comes an inventory of service; miscellaneous service work canvass every year. He makes a care. feat! 
hase cguae? af hilaichin nar Te bone “coieats maitatned: Omer "H,Coemoane of malting proece, ful check of his operations no tht wall 
nial set : 2 Mr. Simpler makes full use of North- such as service, records, financial, and an | 
between $1 million and $142 million a factors that have been important to western material, together with some the like can be kept by his secretary, pres 
year from strangers. Mr. Simpler des- him in keeping production on an Or- of his own, which include “power leaving Mr. Simpler’s full time for the) Nor 
— sa lion Ssh aliens — apa —— rp neat - phrases” printed on small white cards, production of new business. City 
a ’ a cont 
tual. He makes his headquarters in tenance of at least 10 situations ready 75s e ife 
Wilmington, Del. for presentation of a definite sales L.A. Agent Asks $1 Million Earls N ames Committee ‘A 
There are thousands of possible life talk; maintenance.of at least 15 cases . ° ’ t 
insurance buyers within a radius of which he fully expects to close during Damages in Bank Loan Case Chairman for 53 M.D.R.T. Pd 
about four blocks and Mr. Simpier ar- the ensuing three-week period. The LOS ANGELES—Lloyd Steadman, Committee appointments for the! deg 
ranges that most of his appoint 100 new names ars Kent on cards: Two 4 Los Angeles life agent, has entered 1059 Million Dollar Round Table hav wh 
: : f ; ey suit in superior court here against Dr. been announc y Chairman William 
ee Te ad 12630 eeeomt, ready to open and the other indicates Kar] S, Sicherman, asking $1 million T. Earls, Mutual Benefit Life, Cincin-) age 
st ee ies - mt Piers cases pen “‘? — - damages for libel and defamation of nati. Che 
, = : : ‘ : hai . Pp ‘ 
are for the package sale type of inter- Having built confidence in telephone pig Pinna ——— ae oe ee ee cs 
view. Another excellent time is 5 p.m. work, it is natural for Mr. Simpler to ~ yr, steadman’s complaint sets forth tual, Beverly Hills, Cal.; reception and) fact 
a ee ee =. wind yr lage ig pent that Dr. Sicherman sent a letter to registration, George B. Byrnes, Equit-| was 
presentations, such as planned occ screening is done by telephone a ma sag “ cpg cr gig ~ ed = eg Sane, Cal.; oe of : 
> ’ 3 . each: : x : ~ York Life, the publication of whic ainment and general arrangements) a p 
eye oo has found this — virtual- jority of the resulting interviews can is the basis for complaint. The doctor’s Arthur F. Priebe, Penn Mutual, Rock-  “ 
die a — — : be Pee sny nt =, « ae letter is quoted in the complaint as ford, Ill.; nominating, Walter N. Hiller) hov 
r i i enn Mutual, Chi . - a i 
In telephoning, Mr. Simpler offers to phone conversation goes like this: pesca a oe tite py oh on oe a 
aa savingy od insurance Dist ot tas Saba a eanter ee MMeme agents, Harry Nesbit and Loyd Stead- Philadephia; insignia, George W. Ste| ing 
. . x 4 a : ? ” man, in regard to a ba oan plan wart, Penn Mutual, Pittsburgh; reso-) tha 
eta ne pe yes ggg Piasgoneont = Page agp 4 pti : through Policy Holders Service Bureau er, — O. Todd, Northwestern) tha 
: : utua cago. i 
Most of the men he contacts for the was calling having just recently learn- ves es ee a a , at = 
first time are new in the area. Since ed of your coming with the XYZ com- | F 4 Z / 
he is a newcomer himself, Mr. Simp- pany here in Wilmington and frankly = — — . " oe. Life Men Become Heart Men - 
ler finds his time can be most effec- I should like very much to discuss life se : a é 
tively spent with other newcomers. insurance with a at a time when you The agents suggested, it is said, that nae 3,500 yg — z ~-_ . 
His original contact with them is cold think it is going to be of interest to 2 2¢W policy be issued ean on Set Sees ee, We ae Se eee 
canvass on the telephone you and was wondering whether you Sufficient to protect the interest of the 1 Minnesota in February to raise} the 
The primary objective is to find out were giving any thought at all to it Policy Holders Service Bureau. Mr. $185,000 for the Minnesota Heart Assn} ma 
if the prospect is thinking about life yet.” : Steadman then is said to have informed Robert L. Utne, general agent for Penn} wa 
insurance and if he isn’t then to find ; . - Dr. Sicherman that negotiations were Mutual at St. Paul, is general chairman} thu 
out a little about him, such as his After making his presentation to being made for a $50,000 policy, though . me canny —_ Moeneesia Assn. otf at 
date of birth, marital status and when those who are interested, Mr. Simpler @ccording to the latter, it was never ae Vederwcens is sponsoring ae 
he thinks he will be interested in con- usually gives the prospect material to eee _ he —— - : iinet = 
sidering more life insurance. If he is take with him. He feels that if a pre- _ sae — a ee ee 
not interested, his card is filed for the sentation is properly made the close on pbs ain eo ee Charles A. Coolidge, Boston, member - 
time he has suggested would be a good the phone can be made a week or 10 Coo ee eater, oe oe Of the law firm of Ropes, Gray, Best, ‘he 
time to talk with him again. In the days later. man got about $900 erie Dr. oy al Coolidge and Rugg, has been elected} 
meantime his name goes on a list to Mr. Simpler says that while lunch- ™4” to sgh ag ge to the hipaa 7 il to the board of New York Life. He re- Pk 
receive various direct mail pieces. eon appointments work very well for ficlencies ee t rah neni os es cently resigned as assistant secretary Rr 
Mental attitude is vitally important many agents he has found that two ap- eee oy - ay : % he y. P li > of defense. he 
in telephone work, Mr. Simpler has pointments in his office during the ase ae _ = ° — os rae ened lift 
found, for if there is any note of in- luncheon period will produce consid- nee = esr stg cell -cnmnine 4. in the sum of $1 million. He charges} 
sincerity it can make the call ineffec- erably more business for him. He sum- 1™ t io 2 > 4 — ye , the words were published through} >. 
tive. To maintain level production, Mr. marized his production process in Wil- 12€4 a ae te nes a — malice and ill will toward, and that} ;_ 
Simpler has found several steps to be mington as being about three or four 2° ° ays Irom May tv, ivo4, UI. they were meant to present him as in- 
Sicherman is said to have discovered d ses f ly. 
Mr. Steadman had no knowledge, in- passe satelite ——— . = “ 7: wi 
: ig z ’ services as an agent. Specifically, Mr. 
ter est yer spar ip gua and was Steadman charges that Dr. Sicherman’s e : 
OPPORTUNITY in bad odor with P.H.S.B. letter was mailed Sept. 22, 1952, ad-}| ™ 
e e e dressed to Mr. Josephs, and that it was _ 
The bureau then reported the lender published in New York City, Los An- b 
a 7 — f was anxious to get out from under the geles, and other places. m 
9 © insurance Companies ts looking Tor @ loan, and it was transferred to three ae 
qualified man to assume a very responsible position at the home argon commoner’ = of — ed 
— ‘ ar are identified in the complaint as Sun 
office in its Industrial Department. The position calls for execu- Life of Canada and Massachusetts Mu- LIFE INSURANCE . 
tive and administrative ability. If you are the man this oppor- pe pe gy aplisph 2ains — Mi RENEWAL se 
tunity will interest you. It is in the South. cherman, he discovered that the policy COMMISSION LOANS Ge 
had a nine-year rating. 
Wri 3 The letter then is quoted as saying: At Low Bank Inter est Rate : 
rite P-44 (All correspondence confidential) “It is my opinion that by concealing | For full details write us stating num- a 
his knowledge of rating from me, | ber of years renewals are vested |] | 
: : Steadman caused my insurance record | and date of contract. 
The National Underwriter to be unnecessarily stigmatized. I con- PON alegre em ‘i 
sider his action unethical to the point : : i 
175 W. Jackson Blvd. of fraudulent misrepresentation.” Renewal Guaranty Sennen th 
Chicago, Illinois Mr. Steadman in his complaint holds | 617 U.S. Natlone! Bank Buliding 4 
that because of the letter he is injured ane? <, Serene 
in his reputation and in his occupation 
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Northwestern Mutual Soars to New 


Production Heights in Record Year 
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‘polders have incomes of $10,000 or 
_ more as against 6% for the sampie; and 
33% of Northwestern Mutual policy- 
holders have incomes from $5,000 to 
$10,000 as against 15% for the sample. 

Besides Mr. Fitzgerald’s opening ad- 
dress, the first morning session was 
featured by “Stardust,” a play by Laf- 
lin C. Jones, executive assistant, and 
an address by David B. Fluegelman, 
president of N.A.L.U. and agent of 
Northwestern Mutual in New York 
City. Mr. Fluegelman discussed his 
concept of the professional approach to 
life insurance selling on the practical 
side; he mentioned the advisability of 
not tying settlement options up too 
tightly but permitting a considerable 
degree of discretion for the widow 
where this appears to be warranted. 

Speaker at the luncheon for the new 
agents was John P. Propis, Buffalo. 
Chairman was W. G. Kreter, New York 
City. 

Mr. Propis said one very important 
factor that has improved his selling 
was an appreciation of the importance 
of an agent’s first few seconds before 
a prospect. 

“What you say and what you do and 
how you look all directly affect the 
prospect’s reaction and he will sub- 
consciously make a decision concern- 
ing you,” he said. “I have always felt 
that the minute you can cut through 
that barrier of suspense or unfamili- 
arity and eliminate that curtain of un- 
certainty, you will be on your way to 
developing a sale.” 

e e eo 

For this reason Mr. Propis always 
makes it a practice to say something 
that gets the prospect off guard and 
makes him relax. For example, while 
waiting for the prospect, he often 
thumbs through a magazine and looks 
at a cartoon so that when he enters 
the man’s office he is chuckling. This 
makes it natural to tell what he is 
laughing about and he mentions the 
cartoon. This brings a smile from the 
prospect which is the cue to go into 
the approach. 

One of Mr. Propis’s best standard 
openings is to go into the prospect’s 
office with a broad smile and extended 
hand and say, “I’m John Propis, in the 
life insurance business. A friend of 
yours, Jim Doe, said that you were a 
nice fellow to talk to and I’ve stopped 
in to say hello and meet you personal- 
ly.” Invariably the prospect returns 
with some light remark and then Mr. 
Propis knows he is in a position to 
move into the approach. 

Mr. Propis started in the life insur- 
ance business in 1946. He heard a talk 
by Arthur Motley, famed salesman. He 
was much impressed with Mr. Motley’s 
four steps to becoming a_ successful 
salesman: Know your product, see lots 
of people, use common sense, and ask 
all to buy. Mr. Propis has built his 
selling on these four points. 

At the afternoon session, Howard D. 
Goldman, who became general agent 
at Richmond four years ago, described 
the operation of his agency and of its 
outstanding individual agents. These 
brief sketches gave the audience an ex- 
cellent analysis of what makes for suc- 
cessful agents and effectively showed 
the variety of ways in which agents 
May operate successfully. 

The latter half of the afternoon was 








XUM 





devoted to an elaborate presentation of 


“The Philadelphia Story” by the Aaron 
C. F. Finkbiner agency of Philadelphia. 
Participants were Albert A. Simpler, 
Jr., district agent in Wilmington, Del; 
Barnes C. Anderson, Jr., A.C.F. Fink- 
biner, Jr., J. F. Goffredo, R. L. Powell, 
and A. R. Hahn. 

Mr. Simpler described his well sys- 
tematized procedure which includes 
spending six hours a day on the tele- 
phone making appointments which for 
the most part are for interviews in his 
own office. 

Mr. Anderson talked on the need for 
giving the client a push in the right 
direction in disposing of his disposable 
income, since most men are inherent 
financial weaklings who will balk at 
spending money for a little more life 
insurance yet spend a lot for a newer 
model television set. 

Mr. Finkbiner distributed copies of 
the material he uses in his simplified 
estate planning and told how he uses 
it. By checking the appropriate para- 
graphs in a list and drawing a rough 
diagram of the prospect’s situation, he 
can have his secretary work up a 
neat and personalized presentation. 

Mr. Goffredo told how he decided to 
go with Northwestern after being with 
another life company, even though the 
move cost him $17,000 in forfeited re- 
newal commissions but said he had 
never regretted the decision. 

Mr. Powell, formerly sales manager 
of an envelope company, spoke on the 
use of psychology in salesmanship. 

Mr. Hahn, a veteran Northwestern 
agent, spoke feelingly on what his as- 
sociation with the company had meant 
to him. 

e @ e 


Discussing the investment picture, 
Mr. Fitzgerald said the bond depart- 
ment acquired just over $270 million 
of securities at a rate just under 4%, 
the highest return on new investments 
in any year since the late ’20s. Also, 
$191 million of old securities were dis- 
posed of at a rate of 3.16% and an ap- 
proximate profit of half a million dol- 
lars. Reinvesting this money at about 
4% meant more than $1% million of 
additional income for policyholders. In 
the last five years more than $900 mil- 
lion have been disposed of and the 
receipts reinvested to yield $41%4 mil- 
lion of additional income annually. 

Securities carried on a market basis 
improved about $114 million and that 
has been added to the security reserve. 

The mortgage department had $110 
million of new loans at an average gross 
rate of more than 442% and a growth 
in the account of more than $60 mil- 
lion. The company has restricted pur- 
chases of veterans administration and 
FHA mortgages, as the rates are no 
longer attractive. With more than 52,- 
000 residence loans on the books the 
company hasn’t one residence acquired 
through foreclosure. 

Mr. Fitzgerald said the whole invest- 
ment year has been the best in recent 
company history. 

On the insurance side, Mr. Fitz- 
gerald said the number of new pen- 
sion trusts has tripled and since new 
trusts average comparatively few pol- 
icies per trust, the market appears to be 
widening. 

Medical and underwriting depart- 
ments are so busy that they are on an 
overtime basis currently. The rejec- 
tion rate is down by one-fifth. Mr. 
Fitzgerald said the actuaries estimate 
that insurance in force will exceed 
$6,375,000,000, a gain of $300 million 


as compared with the 1951 growth of 
$250 million. 

Earnings results look good even 
though final figures were not yet avail- 
able. At the end of November the mor- 
tality ratio was the lowest in the 
company’s history. Interest earnings 
are approximately 3.3% before taxes. 
Expenses were in line for the 11 
months. Premiums were up more than 
742% and administrative and general 
expenses were up less than 5%. Never- 
theless expense control is a never- 
ending struggle. The company will 
make the same increases in special and 
general contingency reserve as in re- 
cent years even after the payment of a 
larger dividend. 

Mr. Fitzgerald spoke optimistically 
about the economic climate that will 
presumably result from the new admin- 
istration in Washington, with partic- 
ular reference to the interest of life 
insurance policyholders in the sound- 
ness of the country’s money. 

Discussing the company’s future, 
Mr. Fitzgerald said that a recent sur- 
vey showed that in the last three years 
Northwestern has moved into manage- 
ment more than 60 young people and 
has in its ranks at least 50 who can be 
moved into management in the future. 

“Our fixed retirement age of 65 as- 
sures us a vigorous group of leaders at 
all times and an enlarged opportunity 
for successors to move into jobs while 
in their prime,” he said. “Point one 
for the future, therefore, is that talent 
is sought, encouraged and used in the 
home office. We seek an understand- 
ing of this policy by our own people 
and desire the reputation that North- 
western is a place of opportunity.” 


Most of the second day’s session was 
taken up with the estate problems of 
the hypothetical Mr. George B. Swee- 
ney, whose characteristics and mode 
living were  so_ realistically des- 
cribed by Laflin Jones that it seemed 
impossible that Mr. Sweeney was not 
an actual person. After Mr. Jones had 
set the stage and laid bare Mr. Swee- 
ney’s troubles for all to see, Mr. Swee- 
ney’s problems and their solutions 
were handled by Charles B. McCaffrey, 
assistant director of agencies, and Wil- 
liam B. Minehan, secretary. 

Luncheon speaker was Mr. Hill who 
passed along some good sales tips in 
the course of developing his theme of 
“Our Best Year Deserves Another.” Mr. 
Hill suggested that doctors are a par- 
ticularly good set of prospects now be- 
cause they feel greatly encouraged at 
the blow which the recent national 
election dealt to socialized medicine. 
He said the sales record of the last six 
weeks gives clear indication of this 
feeling among doctors. 

Mr. Hill also suggested the use of a 
“mistake” close. The agent says to the 
head of a corporation, “Every corpora- 
tion makes mistakes. Whether you act 
on this key-man proposal or not you’re 
going to make a mistake.” 

The agent then points out that for 
$100,000 insurance on a key man the 
outlay would be $90 a year (gross pre- 
miums less dividends and cash value). 
That would be a small mistake. But 
if the executive doesn’t buy the insur- 
ance and the key man dies, “that 
could be a $100,000 mistake and that 
is a sizable mistake in any corporation. 
By the way, please make the check to 
the Northwestern Mutual and not to 
me.” 

Mr. Hill pointed out that the same 
“mistake” close can be used on per- 
sonal insurance cases, scaled down in 
proportion. 

Closing speaker was Harry Krueger, 
general agent at New York City, who 


summarized the entire meeting. He 
quoted the late Albert E. N. Gray of 
Prudential, who stated that the com- 
mon denominator of all successful men 
is that they have formed the habit of 
doing things that failures don’t like to 
do. Mr. Krueger also quoted Mr. Gray’s 
statement that if big producers seem 
to like to do the things that other . 
agents don’t like to do, the answer is 
that the big producers don’t like to do 
them any better than anybody else. 

“Beyond that,” said Mr. Krueger, 
“the successful life insurance man has 
an almost spiritual fervor about the 
greatness of the mission of the life in- 
surance man.” 





McDermott's December Spurt 
Breaks Production Records 


Russell W. McDermott, general agent 
of Standard Life of Indiana at Indian- 
apolis, at the beginning of December 
was faced with the shortage of $400,000 
of paid for business in order to qualify 
for the sixth consecutive year for the 
Million Dollar Round Table. 

As the result of a December produc- 
tion spurt, however, he wrote some 
$480,000 of new business, represented 
by 35 cases, breaking all his previous 
sales records. 





Johnson Named Actuary 


Philadelphia Life has named M. 
Louis Johnson actuary. He was for- 
merly executive 
assistant of Penn 
Mutual Life. 

Mr. Johnson en- 
tered the business 
with Fidelity Mu- 
tual Life, and 
joined the actuar- 
ial department of 
Penn Mutual in 
1910. He became 
assistant actuary 
in 1922 and asso- 
ciate actuary in 
1930. He was ap- 
pointed 2nd vice-president and asso- 
ciate actuary in 1942. He had been 
executive assistant since 1950. 

Mr. Johnson is a fellow of Society 
of Actuaries. 





M. Louis Johnson 


New Trial in Monetta Suit 


TOLEDO, O.—District court of ap- 
peals here has ordered a new trial in 
the suit which Samuel Monetta, Toledo, 
brought against Metropolitan Life to 
collect $4,000 on a policy covering the 
life of Corp. James J. Monetta, his son. 

Judge Fess ruled that since Corporal 
Monetta was killed Nov. 27, 1944, in an 
air corps training plane crash, a jury 
should decide whether or not he was on 
duty in the plane which crashed. 

The lower court had denied a jury 
trial, which decision was reversed by 
the appellate court. George J. Gould, 
counsel for the company, argued that 
the policy contained a rider providing 
that the claim would not be paid if 
Corporal Monetta, a radio operator, 
was on duty in a military aircraft at 
the time of his death. Opponents con- 
tend that Corporal Monetta was not on 
duty when the plane crashed. 





Tulsa Congress Jan. 26 


The newly organized Tulsa (Okla.) 
Assn. of A. & H. Underwriters will 
hold a sales congress Jan. 26. Speakers 
will be Emerson Davis, Inter-Ocean, 
Dallas; Clifford E. McDonald, Inter- 
national Fidelity, Dallas, and R. L. 
MeMillon, Business Men’s Assurance, 
Abilene, Tex. 
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Bohlinger Offers Plan 
for Major 213 Changes 


(CONTINUED FROM PAGE 1) 
pay. 

By recognizing the problem of the 
smaller companies in expanding their 
agency operations, particularly in 
opening new territories and attracting 
new general agents, Mr. Bohlinger 
said that the department would view 
favorably giving an increase in com- 
pensation to new general agents en- 
gaged to open new territories and said 
that such compensation should be re- 
moved from the commission limitations 
of the present law and charged against 
agency expense limit. This would be 
permissible for the first five years. 

The proposal for preserving general 
agents’ overridings from being reduced 
if the soliciting agent is paid the full 
55% graded first-year commission 
would be handled by a proposal to 
guarantee a 5% override to the general 
agent on all new business produced by 
agents under his supervision if the 
company wished to enter into this ar- 
rangement. 

Recognizing the difficulty that the 
smaller companies have been having 
with vouchers in connection with their 
general agencies, Mr. Bohlinger said 
the department would be agreeable to 
an amendment that would let the com- 
panies reimburse their general agents 
for agency expenses within specified 
limits without primary vouchers being 
required. However, these payments 
would be subject to other require- 
ments, which would be specified, of a 
nature that would insure that expenses 
were actually incurred for the com- 
pany’s benefit and that no part was 
kept as additional compensation by the 
agent. At present only $2 per $1,000 of 
new business is non-vouchered but 
this is barely enough for even the most 
minor expenses and has meant that for 
other items of expense many com- 
panies have had to police their general 
agencies in a way that has peen dis- 
tasteful to all concerned. 

e e e | 

Mr. Bohlinger indicated that he 
favors extending the 1948 emergency 
increases in expense limitations, which 
ran out this year. He would extend 
them only for an additional year, as 
evidence of good faith on the part of 
the department in seeking a more last- 
ing solution at next year’s session. 
These limitations deal with agency and 
total expense limits and are not di- 
rectly connected with compensation. 

The superintendent indicated that he 
still favors training allowances for new 
agents in their first three years, feeling 
that this is a new development that is 
entitled to a trial period and that com- 
panies should be encouraged to experi- 
ment in the interest of the insuring 
public. 

The Condon bill last session, which 
the department favored but which 
failed of passage, provided that there 
would be available for training allow- 
ances 5% of the first $5 million of 
first-year expense limit plus 24% of 
the balance of such expense limit; or 
30% of first year premiums (except 
single premiums) paid in the current 
calendar year on business written by 
new agents while getting such addi- 
tional allowances. A company would 
have its choice of whichever of these 
methods gave it the larger allowances. 

Last year it was Mr. Bohlinger’s in- 
sistence on a penalty provision that 
would permit him to fine companies 
and agents for wilful violations with- 
out the defendant’s being able to ob- 
tain a “de novo” review of the penalty 
that stuck in the companies’ collective 
craw. He did not indicate that he has 


receded from the views he expressed 
then and since. His findings would be 
subject to court review but only on the 
basis like that on which an appellate 
court can review a trial court. That 
is, the court could not go back and de- 
termine the correctness of the super- 
intendent’s findings by trying the case 
for itself from the beginning. 


DISAPPOINTMENT FELT AT 
“PATCHWORK” REMEDY PLAN 

NEW YORK—Disappointment at the 
idea of settling for what was termed 
a “patchwork” remedy seemed to be 
the general reaction to Superintendent 
Bohlinger’s proposal in company and 
agent ranks. However, it is too soon to 
get a considered consensus, as Mr. 
Bohlinger made his suggestions to the 
company committee only on Tuesday 
of this week. Whether the companies 
and agents like or dislike what the su- 
perintendent is proposing, it is recog- 
nized that it is extremely difficult if 
not impossible for either the industry 
or the department to obtain anything 
important in the way of affirmative 
legislation against the opposition of the 
other. This was strikingly demon- 
strated at the legislative session last 
year in connection with efforts to 
amend section 213. 

Mr. Bohlinger’s insistence on the 
type of penalty provision he sought last 
year makes it pretty evident that if 
the industry expects to get the depart- 
ment’s sanction for relief measures 
this year the penalty provision will 
have to be accepted. Fears that the 
proposed provision could be interpre- 
ted as allowing the superintendent to 
impose cumulative penalties have been 
set at rest. For example, if a company 
were convicted by the superintendent 
of issuing 90 policies in violation of 
law, it would be subject to a maximum 
fine of $1,000 and not $90,000. 

The companies still object in princi- 
ple to a law that gives a superintendent 
the power of a trial court but recognize 
that if the power were abused it would 
doubtless be possible to obtain relief, 
though unfortunately not until several 
years would have elapsed. 

Some companies would like a longer 
period than five years during which a 
new general agent’s compensation 
would not be subject to the commission 
limitation provision, but there seems 
to be not too much objection to the 
five-year limit as a fair compromise 
between the interests of the general 
agency companies on the one hand 
and the managerial companies on the 
other. Some of the latter have objected 
to what they deemed too long a period 
of exemption, contending that this 
would give the general agency compa- 
nies the advantages of both the general 
agency and managerial type of opera- 
tion. 

On the question of modifying the 
present tight voucher control, there 
is probably less objection than on any 
of the points proposed by Mr. Bohling- 
er. It is recognized by both company 
and agency leaders that too great liber- 
ality would open the way to abuses. 
It could be the means of putting an ap- 
parent stamp of official approval on 
a needlessly high expense allowance 
and could open the door to demands 
by borkers and surplus writers for a 
part of the unvouchered expense al- 
lowance in addition to the full commis- 
sion scale. 


GREATEST OPPOSITION SEEN 
ON AGENTS’ COMPENSATION 
The most vehement opposition to 
what Mr. Bohlinger proposes seems 
likely to come from National Assn. of 
Life Underwriters. The 3%% service 


fee allowance that Mr. Bohlinger would 
bring forward and make available as 
a contribution to security benefits ob- 
viously doesn’t add anything to what 
the agent is permitted to receive but 
merely makes it available sooner. 
Hence it can be shown that all the 
real increase the agent would be get- 
ting would be 144% of one year’s pre- 
mium that would bring the approxi- 
mately 344% figure up to 5%. 

To an agent earning $500 a month 
on new business, the proposed “real’’ 
increase of 114% in take-home pay be- 
fore taxes would be $7.50 a month. 
Judging from what the agents’ leaders 
have been seeking, it would seem sur- 
priisng if they were to settle for any- 
thing less than a “real” increase of 
around 5%, that is 5% of one year’s 
premium in addition to the approxi- 
mately 344% brought forward and de- 
ducted from the service fee allowance 
that companies are already permitted 
to pay after the 15th year. 

e e 


It has been pointed out that this 
bringing forward of the service fee is 
already effected by some cmpanies by 
paying the service fee on old business 
to new agents. In fact ,there is nothing 
to prevent a general agent from giving 
a new agent the service fee on an old 
policy of the same size as each new 
policy he writes. 

Mr. Bohlinger has indicated that he 
favors only a “very modest” increase 
in agents’ commission limits, pending 
more and better proof that a greater 
increase is warranted. He has ex- 
pressed willingness to go along on the 
basis he outlined, as a token of desire 
to help the agents, but apparently he 
has not been greatly impressed by the 
wealth of data that N. A. L. U. brought 
forward at the hearings of the Condon 
committee of the legislature before the 
1952 session. 

With so short a time before the sec- 
tion 213 amendment proposals must 
be tossed into the legislative hopper, 
there is no time for the kind of survey 
that Mr. Bohlinger has indicated might 
be cited to show need for a greater in- 
crease than he has thus far been 
willing to agree to. This obviously 
leaves N. A. L. U. no alternative but to 
press its case on the evidence it now 
has, even on the floor of the legislature, 
if it should come to that. 





Hancock Ad Is Cited 


From time to time Readers Digest 
selects an advertisement which meas- 
ures up to the highest standards of the 
advertising profession and reprints it 
under the head of “Advertising Cum 
Laude”. 

A recently published advertisement 
of John Hancock Mutual Life will be 
so honored in the February issue. The 
ad, which appeared in the insurance 
trade press, Saturday Evening Post, 
Life, Newsweek, U. S. News & World 
Report, portrays Abraham Lincoln as 
typifying the fact that American great- 
ness comes out of everywhere. It is en- 
titled: “He was everybody, grown a 
little taller’. 





Approve 50% Stock Boost 


Interstate Life & Accident stock- 
holders have approved a proposal to 
increase capital from $1 million to $1,- 
500,000 through payment of a 50% 
stock dividend. 

Payment will be made to stock of 
record Dec. 18. The number of shares 
will increase from 222,222 to 333,333, 
with a par value of $4.50. 


FRATERNALS 











Dunham Retires As Editor [* 
of Fraternal Journal The 


Dio W. Dunham has retired as eqj, Di¢t 
tor of Equitable Reserve Guide, a pub. 4 ‘ 
lication of Equitable Reserve Assn, (P./ 
after 41 years. Mr. Dunham began hi) SYS" 
journalistic career as a reporter a 
city editor of the Daily Northwestern 
Oshkosh, Wis., where he remained f 
18 years and then became advertising 
manager for a large Oshkosh busineg 
concern. 


In 1906 he was asked to become ex. 
ecutive-secretary in Washington, D. ¢ 
to Congressman J. H. Davidson an 
on his retirement became secretary ty 
Congressman Gustav Kuestermann. He 
returned to Wisconsin after six years 
in Washington and became editor and 
publicity manager for Equitable Re. 
serve Assn., holding that post until he 
retired at the end of 1952. 

Always interested in politics, he was 
selected as a member of the state fi- 
nance committee of the Republican 
party for a four-year period and in 1933 
was appointed a member of the state 
board of pardons by Gov. Julius Heil, 

He served as president of the press 
section of the National Fraternal Con- 
gress of America and had been active 
in the section for many years. 


New Officers Take Helm 
In Aid Assn. for Lutherans 


New officers recently elected have I 








assumed their duties as of Jan. 1 at Aid! os 
Assn. for Lutherans. / mo 
LeRoy G. Stohlman, secretary since) on, 
1941, is the new president. He succeeds | pa; 
Alex O. Benz, president since 1934,) of 
who becomes chairman. George D. he: 
Ziegler is now chairman emeritus. be 
William H. Zuehlke, treasurer, re-| « 
tired and is now chairman of the fi- | ce] 
nance committee. His successor is C. J. en 
Steinwedel. rel 
Otto C. Rentner, general counsel, | gy 
became ist vice-president; Walter L. th 
Rugland, actuary, became 2nd vice-} ny 
president. do 
Herbert Voecks succeeds Mr. Stohl- § ¢p, 
man as secretary, to hold the same job | ug 
his father, Albert Voecks, held from an 
1902 to 1940. William H. Zuehlke, Jr., of 
assistant treasurer, has been made in-} yy, 
vestment vice-president. Herbert G. fo 
Benz, agency director, is now agency he 
vice-president. ag 
to 
Newton Retires from Board : 
of Auditors of W. O. W. 
Talmadge E. Newton has retired di 
from the board of auditors of Woodmen § ;, 
of the World. Mr. Newton joined the | p. 
society in 1916. He served as financial ce 
secretary of the Waxahachie (Tex.) pe 
camp, was appointed assistant manager gi 
for the state in 1932, and two years ir 
later transferred to North Carolina as - 
state manager. He was also a repre- Ir 
sentative of Texas and North Carolina, 
head consul for North Carolina, and ti 
president of that state’s fraternal c 
congress. tc 








Fidelity Mutual Dividend 


Fidelity Mutual Life will continue 
its 1952 dividend scale during the year 
1953. Dividend payments will reach a 
total of $2,200,000 in 1953 compared t 
with payments of $1,973,000 in the pre- 
vious year. 
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Hancock First in U.S. 


To Use Phone Dictation 
(CONTINUED FROM PAGE 2) 
automatic inter-office system separate 
from the telephone company’s Circuits. 
The Hancock uses the _ plastic-belt 
Dictaphone machines connected with 
Automatic Electric Co. 
(P.A.X.) switchboard, but the same 
system could be used with other elec- 
tronic recorders, such as Gray Audo- 
graph, Edison Voicewriter, or Sound 
Scriber. It could also be used with 
other makes of automatic switching 


berg-Carlson. 

Obviously, the plan would have 
much wider appeal if it could be used 
not merely with private automatic 
switchboards but integrated with the 
telephone company’s equipment. Dic- 
tating machine manufacturers have 
taken the matter up with the tele- 
phone company. They say the latter 
is “interested” but so far that’s about 
where the matter rests now. 


OBSERVATIONS 


(CONTINUED FROM PAGE 11) 
now working in covered occupations 
pay taxes out of which old age benefits 
are paid to retired workers who have 
qualified for these benefits. In return, 
those paying the taxes have an implied 
right to be similarly supported in their 
own old age after retirement by the 
taxes to be paid by those then working. 

Mr. Linton makes it clear that the 
OASI system is not a savings annuity- 
money-back plan under which every- 
one is expected to get back all he has 
paid in with interest. The tax burden 
of such a program would be extremely 
heavy and the reserves required would 
be enormous. 

“Once we get firmly in mind the con- 
cept of the current workers and their 
employers paying taxes to support cur- 
rent retired aged, we are on the way to 
understand what to those who approach 
the problem from the savings annuity- 
money-back point of view certainly 
does look like strange anomalies in 
the present system,” Mr. Linton stated. 
“Fortunately many of these apparent 
anomalies will disappear with the lapse 
of time. They are especially noticeable 
during the transition period required 
for those to pass off the scene who 
have reached or were approaching old 
age before they were able to pay taxes 
to support the program.” 











Extends ‘No Receipt’ Practice 


Favorable policyholder response to 
discontinuance of premium receipts as 
instituted more than year ago has led 
Pacific Mutual Life to extend its “re- 
ceipt only on request” procedure to 
policy loan interest transactions. Be- 
ginning with the new year, receipts for 
interest payments will be issued only 
where requested or when payment is 
made in cash. 

The physical form of the interest no- 
tice has been improved, and now shows 
current amount of the loan in addition 
to customary billing information. 





Leslie Has Housecleaning 


Commissioner Leslie of Pennsyl- 
vania has completed a “housecleaning” 
in his department that will save the 
taxpayers about $100,000. 

In a basement storeroom in the state 





building, Mr. Leslie found what at 


first glance looked like a roomfull of 
junk. But when the room was cleaned 
out, by department employes after 
hours, $10,000 worth of equipment and 
filing cabinets was found; 60,000 pen- 
ny post-cards—outmoded but still 
worth $600; 350,000 window envelopes 
fit to use, reams of stationery and two 
steel safes in good condition. 

The equipment not used by the de- 
partment was given to other depart- 
ments, including one of the safes to 
meet an order that had been standing 
for months. 


Connecticut General 
Makes Branch Changes 


Connecticut General Life has made 
several changes in the management of 
its Des Moines and Cincinanti branch 
offices. 

Charles M. Maxwell, Des Moines 
manager, has been appointed a sales 
consultant, associated directly with 
the home office agency department 
and working in Iowa and neighboring 
states. 

Charles A. Holman, manager of the 
Cincinnati branch, has been appointed 
manager of the Des Moines branch of- 
fice. 

Dale W. Harding, a member of the 
home office agency staff in Hartford, 
has been appointed manager of the 
Cincinnati branch office. 

Mr. Maxwell has headed the Iowa 
agency since 1938 and has been en- 
gaged in life insurance sales work for 
a quarter century. Mr. Holman joined 
Connecticut General in 1937 and has 
served as a representative and broker- 
age assistant in Chicago and in the 
Hartford branch office. He served as 
a supervisor of agencies in the home 
office before his appointment as Cin- 
cinnati manager in 1950. 

Mr. Harding joined the company as 
a sales representative in Los Angeles 
in 1946 and became assistant manager 
of the branch there in 1948. He has 
been associated with the home office 
since 1951. He is a navy veteran of the 
last war. 





P. M. Life Names Tookey 


Assistant Group Actuary 


Pacific Mutual Life has appointed 
Robert C. Tookey assistant group ac- 
tuary. He was formerly staff assistant 
in the group department. 

Son of Clarence H. Tookey, actu- 
arial vice-president and director of 
Occidental Life of California, Robert 
C. is an associate of Society of Actu- 
aries. He recently completed 21 months 
active duty in the naval reserve. 





New Booxlet on “Close” 


A new agent’s booklet devoted en- 
tirely to closing the sale has been pub- 
lished by L.I.A.M.A. Titled “The 
Close,” it supplements the series of 
sales training publications for agents 
and concentrates more information on 
this important area of selling than has 
ever been done before. 

Written in narrative style, “The 
Close” examines some sales that 
weren’t completed and lists the rea- 
sons for failure. 

Author is Burkett W. Huey, assistant 
director of company relations. 





Kenneth C. Maudsley, former assist- 
ant manager at Green Bay, Wis., for 
New York Life, has been made man- 
ager at Eau Claire, Wis., to succeed 
Walter Meyer, who has returned to 
Madison as assistant manager. 


NLRB Reverses Self on 
State Farm Agents’ Status 


(CONTINUED FROM PAGE 2) 
ger by which policies are written and 
serviced is not reserved by such gen- 
eral references in the agents’ contracts 
of appointment as “under the direction 
of the company.” Indeed the method 
of operation demonstrates that the 
agents involved enjoy wide latitude in 
implementing the contracts of appoint- 
ment. Agents choose their working 
time, maintain their own offices, hire, 
discharge and direct employes in fur- 
therance of agency operations and rep- 
resent competing insurers. Also agents 
make only limited monthly reports, are 
not required to attend company meet- 
ings, set their own insurance quotas 
which are not mandatory, and function 
with little or no supervision. Though 
the manner of compensating agents is 
essentially on a commission basis, the 
entrepreneurial nature of the relation- 
ship in question is also evidenced by 
the fact that ultimate financial return 
is dependent upon the extent to which 


deductions for operating costs would 
result in profit or loss. 

This earlier decision was signed by 
three members while the newest de- 
cision was signed by four. John M. 
Houston and Paul O. Styles signed 
both the earlier and the latest orders. 
Abe Murdock was a signer of the first 
order, but does not appear on the sec- 
ond. Paul A. Herzog and Ivar H. Peter- - 
son signed the second but did not ap- 
pear in the first. 





List Indianapolis Speakers 

The annual economic forum of In- 
dianapolis C.L.U. chapter, to be held 
Jan. 16, will feature four nationally- 
known speakers on “Prescription for 
Business Success.” 

Moderated by Davis W. Gregg, dean 
of American College, the forum will 
feature Boris Shiskin, economist for 
AFL, Washington, D. C.; Charles B. 
Brownson, Indiana congressman, and 
William B. F. Hall, president General 
Industries, Fort Wayne, one of the 
largest manufacturers of pre-fabricated 
houses. 





OH LADY 
BE GLAD! 


‘Te HAPPIEST HOLDERS of our new 
Multiple Benefit Savings policy are the 
working women who buy it. Why? 


Because it’s an endowment-like policy 
that helps its owner save money when 
she can, without requiring her to do 
so when she can’t. This appeals to the 
woman who wants insurance that is 
suitable whether she continues to work 


or gets married. 


Multiple Benefit endows if you wish it 
to. It may be exchanged for paid-up 
Life if you desire. And any time it’s 
necessary, the premium may be 
reduced — as much as 75% at some 
issue ages—and the policy continued 
as low-rate Life protection. 


Know any other policy so well 
designed for working women? 


“Oh Lady be Glad” 


“WE PAY AGENTS LIFETIME RENEWALS 


THEY LAST AS LONG AS YOU DO” 
% Sr : 
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Central Life of Iowa has revised its 
occupational rating table, the rates for 
many classifications being substantially 


reduced. 
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INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
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Dickey Asks Legislature 
to Approve Start on 
Recodifying Okla. Laws 


Comissioner Dickey of Oklahoma 
has asked the 1953 legislature to au- 
thorize a study for recodification of the 
insurance laws of the state. 

Contending that the present agency 
laws make very difficult the effective 
and affirmative regulation of agents 
to which the insurance buying public 
is entitled, he recommended that they 
be reviewed and a new law be enact- 
ed. He said it should provide a mini- 
mum standard which every new agent 
must meet and should contain ade- 
quate provision for taking disciplin- 
ary action to prevent persons from be- 
ing licensed as insurance agents solely 
by reason of their occupation. 

He further asked a redefining of 
duties of the insurance board and the 
insurance department, which would 
probably require a two-year study. 

He suggested that the legislative 
committee create a drafting committee 
composed of an assistant insurance 
commissioner and an assistant attorney 
general to draft a proposed code; that 
the completed draft be approved by the 
legislative council, the attorney gen- 
eral and the governor before its intro- 
duction in the legislature, and that suf- 
ficient funds be made available for 
carrying out the proposal. 

Pointing out that from time to time 
there have occurred in Oklahoma un- 
fair and deceptive insurance practices 
which are not prohibited by the insur- 
ance laws, he recommended that a fair 
trade practices law be enacted, modeled 
after the draft of N.A.I.C. 

On the matter of group life, A. & H. 
insurance for state employes, he rec- 
ommended that a study be made by 
the legislative council as to desirability 
of enactment of a law which would per- 
mit state departments to combine for 
the purpose of purchasing such insur- 
ance. 

He also requested the legislature to 
enact a statute giving the insurance 
commissioner, through the attorney 
general, authority to apply to a court 
of competent jurisdiction for an injunc- 
tion to restrain any person or company 
from violating the insurance laws of 
the state. This was inspired by a 1951 
opinion of the attorney general that the 
comissioner no longer has the author- 
ity to apply for an injunction to re- 
strain a non-licensed insurer from un- 
lawfully engaging in the insurance 
business in the state. 





Wants Investigation of 


Government in Business 


Rep. Coudert, New York, has an- 
nounced he will introduce a resolution 
providing for a House appropriation 
committee investigation of govern- 
ment-in-business operations, with a 
view to return of as many of them 
as practicable to private ownership. 

Coudert mentioned specifically gov- 
ernment guarantee of over $130 billions 
of deposits, insurance and mortgages. 
Insurance people say Federal Deposit 
Insurance Corp. was originally capital- 
ized at $80 million, but all of that has 
been paid back with interest, and the 
government now has no money in- 
vested in FDIC. 





Names Best at Columbus 


Business Men’s Assurance has ap- 
pointed Robert M. Best assistant man- 
ager at Columbus, O., where he will be 
associated with E. W. Welton, branch 
manager. 

Mr. Best, who joined the company in 





1946, is a graduate of the L. I. A. M.A. 
management course and the L. O. M.A. 
management school. A navy veteran, he 
also served for a time as director of 
sales for Security Mutual Life. 





Insurance Estate Tax 
Changed in Louisiana 


New government rulings on estate 
taxes affecting life insurance will in 
many instances reduce the amount of 
tax paid by beneficiaries in Louisiana, 
according to Congressman Overton 
Brooks who said he had been informed 
by the Treasury department that the 
new rulings had been made. 

e e @ 


The ruling involved pertains to the 
application of the federal estate tax 
to life insurance purchased out of Loui- 
siana community property. A letter 
from the Internal Revenue department 
to (Congressman Brooks reads in part: 

it has been concluded that a 
married man domiciled in Louisiana 
who takes out an insurance policy on 
his life, in which policy the incidents 
of ownership are reserved to the in- 
sured, possesses such incidents of own- 
ership in the policy as agent of the 
community and not solely in his own 
right. Under Louisiana law, the estate 
and gift tax consequences of this con- 
clusion are as follows: 

(1) Upon the death of the insured 
husband, one-half of the proceeds of 
the policy would be includible in his 
gross estate for estate tax purposes. 

“(2) If the beneficiary is a third 
party, the death of the husband would 
complete a gift (subject to gift tax) 
by the wife measured by the remaining 
one-half of the proceeds; and 

“(3) In the event of the wife’s prior 
death, one-half of the then value of 
the policy would be includibie in her 
gross estate for estate tax purposes. 

“These three positions all result 
from the conclusion reached with re- 
spect to the basic question mentioned 
above and are, therefore, interrelated. 
This means that in the event of liti- 
gation, if any one of the positions 
should fail to meet with court ap- 
proval, it would be necessary to re- 
consider the question as a whole.” 





N. Y. City Bus Strike Has Little 


Effect on Insurance Personnnel 


NEW YORK—tThe strike of the pri- 
vately owned bus lines in the city has 
had little effect on insurance company 
personnel. None of the companies re- 
ported any undue amount of absentee- 
ism, tardiness or other difficulties. 
Those checked reported that the em- 
ployes seemed to have sufficient warn- 
ing to permit them to work out alter- 
native transportation. 

New York Life advanced quitting 
time to 4:30 p.m. in order to permit 
employes to use the subways prior to 
the height of rush hour. The decision 
as to the 4:30 quitting time was made 
each day by company officials. It was 
in effect the first two days of the strike 
and probably will remain in effect un- 
til the bus strike is settled. 





Better Business Bureau 


Says GI's Are Victimized 


C. E. Buehner, head of the Better 
Business Bureau at Houston, was 
quoted as stating that a 3l-year old 
resident of Houston is preying on ser- 
vice men by selling them policies in a 
company that has no substance outside 
of the promoter’s hat. He started the 
company by giving away 200 policies 
to Houston business men in order to get 
a charter, according to Mr. Buehner. He 
then began selling policies, without 
capital, to men on military reservations. 





He said that such companies have hee 
springing up all over the country ay 
Better Business Bureau is trying to ga 
the laws governing insurance sales 

military personnel strengthened. 
said that all the fly-by-night insu 
has to do is to talk the post command 

into letting him come onto the base, | 


Krakowski, Ersland Made 
National, Vt., Agency Heads 


James J. Krakowski has been ay 
pointed by National Life of Vermog 
to succeed Floyd G. Bean as gene 


































agent at St. Paul. Mr. Bean who hag 









held the position for 26 years, will cong 
tiue in personal production. ; 
Currently Mr. Krakowski is assistay 












to R. C. Meadows, general agent 4 

















Binghamton, N.Y., and is in charge @f 











J. J. Krakowski 


H. S. Ersiand 


the agency’s branch at Endicott. The 
Endicott office will be in charge of 
Romolo D. Tedeschi. 

H. Seydel Ersland has been ap. 
pointed general agent at Sioux City, 
Ia., in charge of 16 counties in Iowa 
W. R. Grady is retiring as general 
agent there an dwill operate an auto- 
mobile agency. 

Mr. Krakowski, a veteran of the last 
war, entered life insurance with Mid- 
land National Life of Watertown in 
1946, serving successively as agent, 
superintendent of agencies. He joined 
district manager and assistant to the 
the Meadow’s agency in 1949. 

Mr. Ersland entered the business five 
years ago as an agent at Dunkirk, N.Y, 
for Bankers Life of Iowa. In 1950 he 
was promoted to supervisor at Buffalo, 
He is an air force veteran. 





Trust Council to Elect 


Life Insurance & Trust Council of 
North New Jersey will hold ite annual 
meeting Jan. 14 at Newark. Gordon W. 
McKinley, senior research economist 
for Prudential, will speak on “What's 
Ahead for Business in 1953.” 





Emerson Davis Is in New Home 

The Emerson Davis agency of Inter- 
Ocean at Dallas is now in a new $30,- 
000 building at 1316 North Carroll 
street. Mr. Davis, who is chairman of 
the board of Texas Assn. of A. & HL 
Underwriters, was host at an open 
house at which one of the guests was 
John Galloway, Birmingham, Ala, 
president of International Assn. of A. 
& H. Underwriters. 





S. Parker Johnston, Jr., formerly 
with the life department of Marsh & 
McLennan, has opened his own inde- 
pendent insurance counseling firm in 
Chicago under the name of Johnston & 
Co., Inc. Mr. Johnston will specialize 
in the fields of financial and estate 
planning and employe benefit plan- 
ning. 





Occidental Life’s new paid group life volume 
for 1952, as of Nov. 30, totals $219,211,655 for 
a new company record. November produced 
$12,733,920 of group life insurance for a new 
record for any previous year. Occidental now 
has $1,590,607,042 group life insurance in force. 





















lary 9, 19 


ies have bee 
country an 
trying to g 
ance sales 
sthened. 
light insu 
| commande 
the base, @ 


Made ! 
y Heads' 


is been ap 
of Vermor 
- as gene 
an who } 

rs, will cond 
L. 
is assistan 
al agent # 
n charge gf 


= 


Krakowski 


icott. The 
charge of 


been ap. 
oux City, 
in Iowa, 
Ss general 
an auto. 


f the last 
vith Mid- 
rtown in 
iS agent, 
le joined 
it to the 


ness five 
rk, N.Y, 
1950 he 
Buffalo, 


uncil of 


are Anico’s best 
advertisements 


ROY C. STEPHENSON 
Raleigh, N. C. 


Roy C. Stephenson, manager of a district 
agency of the Raleigh Ordinary Branch, 
earned the 1952 award for the most out- 
standing production and persistency in the 
Southeastern area. Joining Anico in August 
of 1948, he has consistently produced, per- 
sonally, a half million dollars of business 
each year and has maintained an average 
persistency of nearly 100%. At this time his 
unit’s production is leading all other Ordi- 
nary district agencies in the east and south. 
We are proud of the record Roy Stephenson 
has built with Anico. 


( 


A working contract that permits outstanding earnings. 
Policies that stand out in value against any competition. 


A management philosophy that is based on the axiom 
that a company succeeds only when its agency force 
succeeds, 


The most modern and effective selling aid program that 
can be devised. 


For information without obligation 
address ‘‘Executive Vice-President” 


ea) AMERICAN NATIONAL 


in force__ p19hance ompuny 


W. L. MOODY, JR., PRESIDENT GALVESTON, TEXAS 
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Assets over $50,000,000 e Insurance in Force over $250,000,000 


WHEN IT’S TIME FOR A CHANGE 
... SWITCH TO WESTERN LIFE! 


Career men like us. They stay with us. They prosper. 


Check us for reasons why. 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V. P. 








Fifty-Ninth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $181,000,000 to 
Policyowners and Beneficiaries since 
organization September 5, 1894... 
The Company also holds over 
$79,000,000 in Assets for their bene- 
fit. . . Policies in force number 
102.500 and Insurance in force is 
over $217,000,000 . . . The State Life 
offers splendid agency opportunities 
—with liberal contract, and up-to- 
date training and service facilities— 


for those qualified. 
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THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 























GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 











INSURANCE COMPANY, INC. 
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There’ s something extra for you in a career with Luthefan Mutual! 

When the insurance you write stays on the, Books, it means 
greater renewal commissions. Conservative m&hagement and a 
low mortality rate result in low net cost, an that means higher 
dividend payments. ya 

According to our latest annual repeft, the amount of insurance 
that was added to our total was 779% of the insurance written. 
Then, too, our ratio of actual to ected mortality was only 25.9%. 
Because of these favorable fgatures, our men sell the best at a 
minimum cost. rd 

Your life underwrite?’ Ps contract with Lutheran Mutual is a 
passport to security {er you and for the people you serve. 

Write today agi learn how dealing with a select group of 
clients can m@g#n larger commissions and greater opportunities 
for you. al 

Openings for Lutherans in 21 States 


eee | utheran Mutual 


) i ae : INS URANC E tk © a, Oe Sa a 
HOME OFFICE WAVERLY 





QUALITY 


Recruiting, training, super- 
vision, basis of compensa- 
tion... all are keyed to one 
objective by West Coast 
Life... quality production. 
Only the right kind of Agents 
and Managers, directed 
and inspired by the right 
kind of Company Manage- 


ment can attain this goal. 


WEST COAST LIFE 


INSURANCE COMPANY 


FF E . SAN FRANCISCO 


ACCIDENT : HEALTH 





